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NEW PLANS OF ILLINOIS LIFE 


OUTLINED BY VICE-PRESIDENT 





Successful Meeting of the $100,000 Club 
of the Company—Starts on 
New Career 





At the annual meeting of the $100,000 
Club of the Illinois Life, held in Chi- 
cago last week, Vice-President R. W. 
Stevens outlined the future plans of the 
company and explained its new set of 
policies. Mr. Stevens took the ground 
in his talk to the big agency men of the 
company that the time had arrived for 
public discrimination between stock and 
mutual insurance. He feels that this is 
the psychological moment for stock com- 
panies to push nonparticipating insur- 
ance. He believes that the public will 
demand absolute guarantees in the future 
and will not be attracted to policies 
whose dividends are not in some way 
or other guaranteed or an absolute ac- 
counting given. While the management 
of a company during a certain period 
may treat its policyholders fairly and 
liberally, Vice-President Stevens declared 
that this was no guarantee that any 
other management would do the same 
thing. He said that the great trouble 
with the old companies and their meth- 
ods brought out in the New York in- 
vestigation was the absence of responsi- 
bility. 

No Believer in Annual Dividends 

Vice-President Stevens feels that the 
annual dividend plan is not the proper 
one because the margin between actual 
cost and the gross premium is subject 
to the control of the management and 
there is not any way to check the diver- 
tion of dividends to wrong channels. 
He said some companies were paying 
dividends they did not earn. 

Notwithstanding the attacks on the 
deferred dividend system he took the 
ground that it is a good one if proper 
safeguards are placed around it and the 
management of the company is abso- 
lutely bound to an accounting and the 
dividends are guaranteed. He asserted 
that it is proper to reward persistency. 
He said that when a man paid his pre- 
mium from year to year until the pre- 
mium paying period ceased he was en- 
titled to more in proportion than those 
who had dropped out. He stated that 
theoretically men should buy insurance 
for pure protection, although practically 
large numbers of men do not. They 
will buy insurance if they see in it 
some chance for investment or getting 
something for themselves. In _ other 
words, he stated that selfish motives 
govern many men in purchasing insur- 
ance. 

Wants to Be on Business Basis 

The [Illinois Life, the vice-president 
stated, is not an eleemosynary institution. 
It is a business corporation. Its men 
are working for it to make a living, and 
in this way to do good to others. The 
company receives premiums. It wants 
its policyholders to know just what they 
are getting for their money. The man- 
agement desires to deal with guarantees, 
not estimates or promises. 

“Give us a dollar in premium and we 
guarantee you this much,” is the slogan. 
The loss, if any, falls on the stockhold- 
ers, not the policyholders. 

“We desire to deal with our policy- 


(Continued on Page 10.) 





AETNA INSURANCE COMPANY 


Of Hartford, Conn. 


Cash Capital..................... §$ 4,000,000.00 
BE riddnencseseccdevesse . 15,950,843.64 
PE Shas cncncedcseseocesene 7,484,771.21 
Di itinesnpeckavedserese -  4,466,072.43 
Surplus to Policyholders ...... ....  8,466,072.43 


Losses Paid by A=tna in 88 Years, $108,748,826.97 
J. 5. GADSDEN, Gon’ Fo KEELER & GALLAGHER 


in - EQHTE, Asst Gen’ Gen’! Agents Western Branch, Cincinnati, O. 








[FIRE] 


German American 
Insurance Company 
New Pork 


STATEMENT JANUARY Il, 


CAPITAL 


$1,500,000 


RESERVED FOR ALL OTHER LIABILITIES 


7.168.303 


NET SURPLUS 


5,130,426 


ASSETS 


13.798.729 


Western Department 
Building 
“CHICAGO 


1907 


Walter H. Sage, Manager 
JOHNC.INGRAM, - Asst. Manager 
WILLIAM L. LERCH, - 24 Asst. Manager 








D. W. C. SKILTON, President 
J. H. MITCHELL, Vice-President 


EDW. MILLIGAN, Vice-President THOMAS C. TEMPLE, Secretary 
Surplus to Policyholders, $3,274,792.90 Total Losses paid Over Fifty-Nine Million Dollars 


Cash Capital, Two Million Dollars 


Reinsurance Reserve, $3,628,964.15 
Reserve for Outstanding Losses, $415,048.50 
Reserve for all other Claims, $298,457.21 
Net Surplus, $1,274,792.90 


Total Assets, $7,617,262.76 


JOHN B. KNOX, Secretary 








THE WESTERN DEPARTMENT 
Northeast Corner Fourth and Elm Streets CINCINNATI, OHIO 





LOVEJOY & SPEAR, Managers Agencies in all cities and towns. 








REINSURANCE LAW IS ATTACKED 


EFFORT MADE TO GET REPEAL 








Ohio Agents, However, Think the Pub- 
lic Is Able to Get Sufficient 
Protection 





Attention is called by Best’s Insurance 
Vews to the effort in Ohio to get the law 
repealed prohibiting reinsurance in unau- 
thorized companies. 

The agitation comes from property own- 
ers who find it difficult to get sufficient ad- 
mitted companies. They believe that if 
the licensed companies could get reinsur- 
ance in nonadmitted companies the for- 
mer would write more liberally and thus 
there would be no lack of insurance. 

Arguments Are Presented 

It is argued by these persons that if a 
company is licensed in its home state but 
not in Ohio and is willing to reinsure 
Ohio business it can be regarded as a 
financially sound company. 

It is also held that the original company 
alone is responsible to the assured, and 
it would exercise care as to the compa- 
nies which it selected for reinsurance pur- 
poses. 

Will Not Meet With Favor 

The proposed repeal will hardly meet 
with much sympathy in the agency ranks. 
The law was enacted to prevent the whole- 
sale writing of big lines and getting rein- 
surance in outside companies. 

It was found that companies with large 
reinsurance facilities with foreign com- 
panies were able to take extensive accept- 
ances and thus deprive the medium-sized 
and small companies of lines they other- 
wise would receive. In order to get a 
wider distribution of lines the reinsurance 
law was passed. The state itself was be- 
ing deprived of taxes on the business 
taken by reinsurance in outside compa- 
nies. 

It is true that the law works some in- 
justice, but the general results to all 
agents and companies seem much more 
favorable than the old conditions. 

Surplus Line Law Gives Relief 

The surplus line law was passed in 
Ohio to give assured the advantage of 
getting policies in nonadmitted companies 
when the licensed capacity is exhausted, 
sO a property owner has ample facilities 
under safeguards of getting nonadmitted 
insurance. 

Legal Attacks Been Made 

There have been some legal attacks on 
laws prohibiting reinsurance in unlicensed 
companies as the Best publication points 
out. The attorney-general of Massa- 
chusetts opines that the insurance com- 
missioner has the right to revoke the 
license of a foreign company for any 
reason he deems proper. He says that 
even if the reinsurance is transacted out- 
side the state, insurance is not interstate 
commerce and the state has a right, there- 
fore, to regulate and control the licensed 
companies. 

Different View in Arizona 

On the other hand, the attorney-general 
of Arizona takes a different view as to 
the law in that state prohibiting reinsur- 
ance in unadmitted companies. He says: 

I am of the opinion that said section is 
not valid and cannot be enforced. To say 
that an insurance company cannot contract 
with another company or association to 
assume a part or all of the Hability it may 


have accepted on property in this territory 
simply because the reinsuring company 


(Continued on Page 15.) 
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FIRE INSURANCE INSTRUCTION 


Course Scon to Be Opened in New York 
University to Cover 
Good Range 


The special one-year course in fire 
insurance conducted by the New York 
University in its school of commerce, 
accounts and finance covers the follow- 
ing: 

1—INSPECTING. (a) Building Material. 
(b) Construction of Buildings—frame, ordi- 
nary, nonfireproof, mill construction and 
fireproof. (c) Occupancy—dwelling, store 
and dwelling, mercantile, manufacturing, 
special hazards, special occupancies (such 
as hotels, theaters, breweries, schoots, 
churches). (d) How to write a report— 
location, name, floors, business, employes, 
materials, processes, dangerous sub- 
stances, hazardous processes, heat, light, 
power, faults of management, fire preven- 
tion equipment. The subject will be pre- 
sented in such a manner as to show the 
different points of view from which it is 
regarded by rating organizations, inspec- 
tion bureaus and insurance companies, It 
is expected that on Saturday afternoons 
during the fall term the class will 
taken to visit and inspect different classes 
of risks. 

2—RATING. General minimum rates, 
special rates, schedule rates, Universal 
Mercantile Schedule, manufacturing sched- 
ule, hotel schedule, brewery schedule, the- 
ater and other schedules which are in use 
in Metropolitan Territory, exposure charges 
and how they are computed. 

38—FIRE PROTECTION. (a) Public: wa- 
ter supply, fire department, (b) Private: 
fire pails, standpipes, chemical éxtinguish- 
ers, watchman and clock, automatic sprink- 
ler equipments, automatic fire alarm, spe- 
cial building signals, etc. 

4—OFFICE ORGANIZATION OF A 
FIRE INSURANCE COMPANY. General 
methods of office practice—policy-writtag, 
classification, agency, accounts, brokerage 
accounts, 

5—ADJUSTMENT OF LOSSES. (a) 
Preliminary Inquiries—validity, risks, prop- 
erty, waiver. (b) Duties and obligations 
of the Insured—immediate action, sworn 
claim or proof of loss, further action on 
demand. (c) Ascertainment of Value and 
Loss—measure defined, ascertainment by 
agreement, by appraisal. (d) Limitations 
on Liability—contribution, coinsurance, 
percentage value and loss clauses, appor- 
tionment. (e) Options of the Insurer—re- 
placement, payment. (f) Final Observa- 
tlons—the specific training of an adjuster, 
his general qualifications and conduct. 

6—-THE BROKER AND BROKERAGE. 
The securing of business, placing renewals, 
forms, reducing of rate, duties, obligations. 

In addition to the systematic instruction 
there will be lectures given by members of 
the advisory committee and others during 
the year on the following topics: 

1. “Insurance.” 

2. “Fire Insurance.’* 

3. “Insurance Law and Standard Pol- 
cy.” 

4. “The Broker; His Place in the Fire 
Insurance Business.” 

5. ‘*Woodworkers.” 

“Metal Workers.”’ 
“Printing Offices.”’ 
“Paint and Varnish Factories.” 

. “Hotels and Public Buildings.” 

. “Silk Mills.”’ 
. “Breweries.”’ 
2. “Flour Mills.’’ 


The course will be under the direction 
of E. R. Hardy, Ph.B., of the New 
York Fire Insurance Exchange, with the 
assistance of specialists in different de- 
partments of the subject. The term be- 
gins Thursday, Sept. 26, 1907, and con- 
tinues thirty weeks; lectures on Thurs- 
day evenings, from 8 to 10 o’clock. 
Tuition, $25. 





To Elect the Grand Officers 

The grand officers of the Blue Goose 
will be elected at a meeting in the 
Colby-Abbott building, Milwaukee, on 
September 16. At the present time the 
grand nest and Wisconsin nest are the 
same. It is likely that a Wisconsin nest 
will be formed at that time and other 
states will no doubt be represented in 
the list of grand officers. 

The Illinois Blue Goose will meet 
next Monday night and the Indiana gan- 
ders will hold forth the same evening. 





Taylor Goes with Western Reserve 

R. H. Taylor of Terre Haute, Ind., 
special agent of the St. Paul F. & M. 
under State Agent Kelley, has been 
appointed special agent of the Western 
Reserve of Cleveland for Indiana and 
Illinois. Mr. Taylor has had a fine 
experience as a local agent and has been 
successful in his field work. 





LIVE STOCK COMPANY 


STARTED 


Has Capital Stock of $150,000 and Has 
ite Home Office in Provi- 
dence, R. 1. 


The Atlantic Horse Insurance Com- 
pany of Providence, R. I., which was in- 
corporated at the 1907 January session 
of the Rhode Island legislature, with a 
capital stock of $150,000, has just been 
organized and is now doing business. 

The directors of the new company 
are James Smith, Job S. Briggs, M. E. 
Pierce, Gaius W. Hubbard and William 
E. Tefft. 

The company is an outcome of the 
Hope Live Stock Mutual Benefit As- 
sociation, which was incorporated by the 
Rhode Island legislature in 1896, and 
which is now doing business in various 
states, and which has been successful 
from the beginning. The directors of 
the new company are the same as have 
brought the Hope Live Stock Mutual 
Benefit to the front rank. 

After the organization of the new 
company, the board of directors met 
and elected the following officers for 
the ensuing year, or until their suc- 
cessors are legally elected: 

President—William E. Tefft. 

Vice President—James Smith. 

Treasurer—Job S. Briggs. 

Secretary—Gaius W. Hubbard. 

Assistant Secretary—M. E. Pierce. 

Mr. Hubbard, the secretary of the 
new company, was also elected actuary. 
He has proven himself one of the ablest 
men in this capacity who has ever been 
engaged in the business. 

The new company starts out under 
the most favorable auspices possible. 
Having ample capital for the protection 
of policyholders, and also, gifted with 
the knowledge obtained by its director- 
ate in the experience of years of study 
of live stock insurance business, upon 
which rock the Hope Live Stock at- 
tained a notable success after many 
prophecies of failure by the carpers. 





Says Hazard Is Not Great 
The National Board in its report on 
Kansas City, Mo., says that while the 
water supply is not sufficient and the 
fire department scattered, the conflagra- 
tion hazard is not extensive. 





Demand From Minnesota 
The Minnesota department has asked 
all fire companies to send a copy of all 


policy forms, riders and clauses used in 
that state. 





Death of Mrs. R. B. Moore 


Ohio insurance men will be pained to 
learn of the death of Mrs. R. B. Moore, 
wife of the veteran Phenix state agent 
in Ohio, which occurred at Cambridge, 
Ohio, Tuesday evening, after an illness 
of some months. 





MISCELLANEOUS NOTES 


The Home Fire of Wheeling has decided 
to increase its capital to $300,000. 


It is thought the Kansas anti-trust cases 
will go over to January, so that deposi- 
tions can be taken from company officers 
and managers. 

H. L. Wayne, the Chicago agent, who 
was injured while falling from a horse on 
his Yellowstone Park trip, is recovering, 
but will not return to work for three or 
four months. 

F. J. Johnson, formerly with the Insur- 
ance Survey Bureau, who has been a 
sprinkler inspector on the coast for some 
years, has become connected with the 
Western Factory Association. 

The New York general agency firm of 
Loeb & Barry, consisting of Leo A. Loeb 
of Chicago and J. Ramsay Barry of New 
York and Baltimore, is dissolved, being 
succeeded by Lockwood & Barry. 

The loss on the sprinkled mill of the W. 
B. Young Hardwood Lumber Company at 
Bay City, Mich., will be 25 per cent. Fire 
caught in the kiln. Stock companies cap- 
tured the line from the Mutuals two years 
ago. 

Frank A. Early, the Chicago age 
gives up his office in the National erie 
1, ny will take quarters in the 
& Co. agency. He will use 
the Yeger BK, but operate as An 
independent agent in other regards. 








The WESTERN RESERVE 
INSURANCE COMPANY 


of CLEVELAND, OHIO 


MARS E. WAGAR, President R. E. GOOOH, Secretary 
STATEMENT — J, 1907 


$200 000.00 
313.350.00 


CAPITAL é 
REINSURANCE RESERVE ae 


NET SURPLUS - ° 117,088 «0 
ae 


$130,438.00 
SPECIAL AGENTS 
A. P. ROSS, 505 Park Bldg., Cleveland, 0.— Ohio, Kentucky, West Virginia 
A. R. PORT: R, 723 E. 45th St., Chicago—Michigan and Wisconsin 
R. H. TAYLOR, 655% Waba h St., Terre Haute—Indiana and Illinois 








=< Ohio German Fire 


Insurance Company of Toledo 





. Stock Company. Capital Stock $200,000 


NO LOSSES IN SAN FRANCISCO 


M. DONNELLY 
President 


F. D. PRENTICE 
Secretary and Treasurer 








The Old Reliable! An American Company Founded in 1792! 
Lowes paid since organization to January 1, 1907, $130,978,798.691 


Instranee Company of North America 


OF THE CITY OF PHILADELPHIA, PA. 








STATEMENT OF a JANUARY 1, 1907 
Total Assets - - - $10,749,399-53 
Total Liabilities except Capital 6,706,405.07 
Policy-Holders’ Surplus - $4,042,994.46 
Total Income from all sources in 1906 - $8,062,185.25 


Losses Paid in San Francisco in 1906, less reinsurance $3,260,218.85 
Losses Paid in San Francisco and elsewhere in 1906 $7,204,292.25 





The “Old North America,” with a Policy-Holders’ Surplus of over $4,000, 
ooo, continues to offer to the — blic Indemnity against Loss or 
Damage by Fire of unquestionable reliability. 


Western Department, Erie, Pa. Established in 1864 
J. PF. DOWNING, Gen’l Agt., W.N. JOHNSON and B. L. WEST, Ass’t Gen’l Agts. 


CONFLAGRATION PROOF 


Liverpool & London & Globe 


Insurance Company 


LOSSES PAID IN THE UNITED STATES OVER 
ONE HUNDRED MILLION DOLLARS 
ES PAID IN 8AN FRANCISCO OVER 
FOUR MILLION F FIVE HUNDRED THOUSAND DOLLARS 
UNITED STATES NET ASSETS, $12,335,961.46 
UNITED STATES NET SURPLUS, 4,623,651.46 


New York Office, 45 William St. Northwestern Department: 
J. M. DE CAMP, General Agent 205 La Salle Street, - CHICAGO 


Chie, Indigne. ¥ Se: 2 Arkansas, WILLIAM 8. WARREN, Retiden' e 
frginia ot Cincianstl "Geo, H. Moore, Joha V. Thomas, ty 


[ on10 FARMERS INSURANCE GOMPARY 


LEROY, OHIO 
Fire, Lightning and Tornado Indemnity 


STATEMENT JANUARY 1, 1907 
Rowve for Rei 1,291,432, 
— #1294 348 
— Contingencies 
Net Cash Surplus 
Total Assets - 
JAS, C, JOHNSON, President 
M. L, BENHAM, Secretary 
ORGANIZED IN 1848 


Losses Paid More Than $13,000,000.00 


























— 
$1,933,010.21 
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AS VIEWED FROM CHICAGO 


VICE-PRESIDENT GILBERT RESIGNS 

Charles B. Gilbert has resigned as vice- 
president of the Calumet of Chicago. It 
is announced that he will take a vacation 
before entering the business again. Mr. 
Gilbert is well known in western circles. 
His successor will be appointed soon. 

A. W. Haight, secretary of the com- 
pany, has been elected treasurer also. 
The successor to Mr. Gilbert as vice- 
president will likely be a business man, 
or at least one who will not give his 
time to the company. Mr. Haight has 
assumed charge of the underwriting. 

++ ee 
NEED SOME BACKBONE 

In almost all states, aside from the 
excess commission fight and the conse- 
quent barter and sale of agencies, field 
men of companies that are on the square 
complain of some four or five union 
companies that for possibly a small pre- 
mium refuse to get the rate or proper 
form. The popular method of meeting 
requests for cooperation is to “refer the 
matter to our state agent for attention,” 
but “our state agent” never receives 
positive instructions. 
‘ A nonunion field man said the other 
ay 


“ 





have a letter today which is a sam- 
ple of what I get every few days call- 
ing my attention to the fact that two 
union companies are not asking for the 
correct rate and therefore suggesting 
that I do not press the demand for the 
tariff. It is just such tactics as this 
that furnish an excuse for many non- 
union companies to refuse to cooperate. 
“I wrote the agent in question that I 
cared not whether union companies were 
getting the tariff or not, our company 
desired the full rate or its policy back. 
All this unseemly friction could be 
stopped in a trice if every company 
would get proper backbone and observe 
correct practices, regardless of others.” 

ae + 
EXPECT ANNOUNCEMENT SOON 

With the visit of Vice-President Dun- 
lop of the Providence Washington to 
Chicago, it is expected that announce- 
ment will be made as to the western 
managership, made vacant by the death 
of W. L. King. Mr. Dunlop will arrive in 
Chicago Friday. 

ae at 
EXPERTS STILL AT WORK 

Inasmuch as the raters connected with 
the governing committee of the Western 
Union are still at work with the Dean 
schedule in Chicago, it is predicted that 
the subject of actually putting it into 
effect will be voted on at the October 
meeting of the Chicago board. There 
is by no means unanimity of sentiment 
among the committeemen who have been 
giving the schedule their attention since 
the board meeting appointed them to 
recommend the time when it should go 
into effect. From certain union quarters 
strong influence has been brought to 
bear to get the schedule put in operation. 
The city is being divided into different 
districts, each of which will carry its 
own basis rate according to protection 
and other elements that enter into the 
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making of the foundation rate. Again, 
statistics have been compiled to show 
what percentage of losses in Chicago 
can be charged up to stocks and what 
to buildings. It is stated that the stock 
losses are about three times as heavy 
in proportion as those on buildings. 





Dinning Goes with Walla Walla Fire 

A. H. Dinning of Chicago, formerly 
special agent of the Union and State of 
Pennsylvania under General Agent Ed- 
ward Bliven, has been appointed special 
agent of the Walla Walla Fire, his 
immediate work being in Indiana. G. A. 
Mavon, who began work this week in 
the field for the company, will travel in 
Illinois. 





Watkins in a New Deal 

L. V. Watkins, formerly assistant sec- 
retary of the Western of Pittsburg, and 
F. J. Vollmer have formed a copartner- 
ship under the firm name of Watkins & 
Vollmer, with offices in the Arrott build- 
ing at Pittsburg. The new firm has been 
appointed general agents for Allegheny 
county of the Allegheny Fire, Northwest- 
ern F. & M. of Minneapolis and the State 
of Illinois. ; 

Mr. Watkins resigned his position with 
the Western some days ago. For some 
months he was located in Chicago and 
planted the company in the western 
states. 





Wing Goes with Prussian National 

William C. Wing of Neenah, Wis., 
who has the largest agency in that city, 
has been appointed special agent of 
the Prussian National for Utah, Wash- 
ington, Idaho and Montana. Mr. Wing 
has some throat affliction and desired 
to get into another climate. 

Mr. Wing has sold the Wing Com- 
pany agency to Gus G. Ziemann of Zie- 
mann & Mayer. Mr. Ziemann will con- 
duct the Wing Company under its pres- 
ent name. Mr. Ziemann has sold his in- 
terest in his old agency to Mr. Pride and 


the firm name is changed to Mayer & 
Pride. 





More lowa Candidates 
Senator Hopkins of Guthrie county 
and Hon. Henry Saberson, a former 
legislator, are now being talked of for 
auditor to succeed B. F. Carroll in Iowa. 
Ole O. Roe, head of the insurance de- 
partment, also declares that he expects 
to be considered as a candidate for the 
place as well. Mr. Carroll, it is pretty 
well understood, will run for governor 
now, and not for Congress, although 
his nomination by the Republicans is not 

altogether a matter of certainty. 





Change in Citizens’ Plans 

The Citizens of Missouri, which has 
had two men in Illinois, State Agent H. 
B. Fargo and Special Agent E. C. Price, 
feeling that the company has become well 
planted, has decided to give State Agent 
Fargo the entire work in the state. Spe- 
cial Agent Price of East St. Louis there- 
fore retires from its service. His record 
is a good one in every respect. 





The American Druggists Fire of Cincin- 
nati, with $100,000 capital, will double it 
and branch out into other states. 





Semiannual Fire Statements 27% 


Companies 
tna 


Assets 
eS ET ae ee ae eT eS $15,468,824 
Agricultural 


Reem eee eee eenne 


2,632,708 


458,099 
834,901 





Disburse- 

Net Surplus Income ments 
$4,458,570 $3,828,430 $3,344,743 
459,10 834,490 561 
609,697 784,322 328 
485,538 779,822 9,148 
45,529 364,619 299,635 
322,037 266,817 449,033 
13,11 44,632 21,106 
1,311,007 1,488,565 1,220,865 
411,276 92,756 1,121,124 
231,729 487,859 48,896 
71,863 422,934 429,088 
541,850 764,938 717,261 
1,171,441 4,069,483 3,915,341 
1,587,253 1,747,557 ,719,471 
641,510 661,575 98,130 
991,987 671,499 9,994 
128,365 124,325 4,842 
731 386,724 390,837 





Fire Insurance at Cost 


Dividends on all Renewals, 20% 


THE CINCINNATI MUTUAL 


FIRE INSURANCE COMPANY 


A. B. IDESON, President. 


J. H. LBIDING, Secretary 


ASSETS, $83,630.25 NET SURPLUS, $70,620.44 


Agents Wanted in Ohice. Surplus 


J. H. LEIDING, 
HOME OFFICE: 3 Masonic Temple. 


General 


Business in ether States considered. 


Insurance 








Fire Insurance Company 
OF DAYTON, 0. 





BAVID B. CORWIN CHAS. VAN AUSDAL 
President Vice-President 


GHAS. W. SCHBNK, Secretary 





F. A. ROTHIER, Pres’t ADAM: BENUS, See'y 
—THE— 


Cincinnati Underwriters 





Se Insurance 
Companies of Cincinnati, 0. 


Statement Jan. 1, 1907. 





|») ee $712,108.13 


Lesses Paid Since Organization. .@3 324 872.45 





THE SPRINGFIELD UNDERWRITERS 


MuTUAL Fire INSURANCE 


ComMPANY 
SPRINGFIELD, OHIO 


AGENTS WANTED AT ALL DESIRABLE 


ORGANIZED 1902 


N. HH. FAIRBANKS, pacer. 
M, L. MILLIGAN, racas. 
E. C. PRICE, auoivronr « v. Pacer. 


JOHN G. WETZEL, sro'rr. 


POINTS IN OHIO 


CORRESPONDENCE SOLICITED 





ORGANIZED 1855 


NATIONAL 


INSURANCE COMPANY 
Of Cincinnati, Ohio 


G.W.POHLMAN - - President 
E.W.BURNET - - Secretary 
G. W. POHLMAN, Jr. State Agent 


~ ORGANIZED 1870 


THE 


ALLEGHENY 


| FIRE INSURANCE COMPANY 
Allegheny, Pa. 


A GOOD AGENCY COMPANY 
R. H. GILLIFORD, President 
C: G. WATT, Secretary 
AGENTS WANTED IN OHIO AND MICHIGAN 
ADDBESS 
THOMAS C. PARSONS, Special Agent 
CLEVELAND, OHIO 





—-—- — — 


The Concordia Fire Insurance Company 
OF MILWAUKEE, WIS. 


Cash Capital - - - $300,000.00 Re-insurance Reserve - - $722,879.65 
Reserve for all other Liabilities 72,941.83 Net Surplus - - - - 166,604.13 
Total Assets - - - $1.20 693.63 
GEORGE BRUMDER, President GUSTAV WO ER, Jr., Vice-President 
FRANK DAMKOEH W. C. HUGHES, Supt. of Agencies 

BIERCE & SAGE, General ts for Michi and Ohio 
Whitney Opera House it, Michigan 


..T. KIRKWOOD, Cleveland; FRANK M. SAGE, Detroit; GEO. B. SEDG- 
SPRGICK, \ehpeming, Michigan 





Samuel Gans Company 


FIRE AND 
MARINE SALVAGE 
207-209 E. Madison St. 
Telephone Main 275 CHICAGO 
SOUTHERN DEPARTMENT: 

1005 Washington Ave., ST. LOUIS 


1. F. Small, Superintendent 
Bell Telephone 3081 


Organized in 1867 


GERMAN FIRE 


Insurance Company 
of WHEELING, W. Va. 


Cash Capital, . . . $200,000.00 
Net Surplus, . . . err 


WM. F. STIFEL, President 
ANTON REYMANN, Vice-Pres’t 
WM. GOERING Ao RIESTER. | 
* "6. W. RICE, Sup’t of Agencies 
W. R. RICE. Specis| Agent 














%. A. RICHARDSON, President 


WM. D, DENNBY, Secretary 


The Delaware Fire Insurance Co. of Dover, Del. 


Capital, $200,000.00 


This Company had only $17,250 involved in the San Francisco conflagration, which bas 
. 7 72S, paid in full without discount. 
Ve@ter Unéerwriter Ce., General Agent for the United States 
61 Willtem Street, New York 
& G. BUSWELL, Cock County Menager, Chteage 
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OH0 AND ‘WEST VIRGINIA 


COMPANIES SHOW THEIR HANDS 





Tell the Wheeling Local Agents to Get 
Bureau Rates and Have Stamp- 
ing Done 





Wheeling, W. Va., Sept. 4.—(Special) 
—From the letters that local agents are 
receiving from companies, instructing 
them to use the bureau rates and report 
through the stamping secretary, it would 
seem that the agents will meet with 
mighty opposition in their effort to hold 
to the old rates and hereafter make rates 
of their own. 

The companies have taken the bull by 
the horns, evidently through the efforts 
of the supervisory committee of the 
West Virginia Fire Underwriters Asso- 
ciation. Nothing is said yet as to the 
new rates, but field men say that suf- 
ficient cooperation will be gotten to put 
them into effect. It looks now as if the 
companies desire to show their teeth 
and will promulgate the new rates un- 
less the city gets busy on proper im- 
provements. 





Paul Kline Makes a Change 

Paul Kline of Wheeling, special agent 
of the North America in West Virginia, 
has resigned to become connected with 
the Smith, Lockwood & Co. general 
agency of Baltimore. Mr. Kline is well 
versed in West Virginia affairs. He 
was formerly with the A&<tna. 





Cleveland High Pressure Tested 

A test of the new high pressure system 
in Cleveland was made Saturday at two 
different points, one on Prospect avenue 
at East Ninth street and the other on the 
Public square, near the Society for Sav- 
ings building. At each place ten lines of 
hose were attached. Nozzles of different 
sizes were attached and it was found that 
the pressure was sufficient to insure a 
satisfactory service with all sizes up to 
two inches. A number of state and spe- 
cial agents and inspection bureau people 
were present. Chief Wallace stated after 
the test that the pressure is sufficient to 
insure protection to the high buildings in 
the office and business district, as well as 
the mercantile and manufacturing risks. 





Companies File Answer 

The companies have filed their answer 
to the suit of the Dispatch Printing 
Company of Columbus, whose plant was 
burned last spring and the claim on 
which has not yet been settled. 

After setting forth that the losses 
claimed by the printing company are 
too high, each of the companies alleges 
that Walter B. Beebe, the appraiser ap- 
pointed by the plaintiff, is not com- 
petent or disinterested. They claim that 
the names suggested for umpire to J. J. 
Sullivan, the appraiser appointed by the 
companies, were those of people living 
outside the state and whose character 
and competency could not be ascer- 
tained without much expense. For this 
reason they allege they have not agreed 
to any names suggested by the plaintiff's 
appraiser for umpire. They further 
claim that the policies did not cover 
any loss on the building, but on the con- 
tents only. 





Excess Commission Evil 

Ohio specials are finding the excess 
commission evil a growing one in the 
state. In some of the good-sized cities 
certain agents are casting out their com- 
panies with moderate commissions to 
take companies that agree to raise their 
compensation. 





Bad Wiring at Lorain 
R. S. Tucker, of the Youngstown 
branch of the Ohio Inspection Bureau, 
has been in Lorain inspecting the elec- 
tric wiring in the buildings now in 
process of erection in the city. Several 








of the jobs were condemtied * by~the- in- 
spector and the work will have to be 
done over again before building can 
proceed. Mr. Tucker stated that unless 
better electric wiring was done in the 
city the insurance rates on dwellings 
that were lighted by electricity would 
be given a considerable boost. 

At Elyria he condemned defective wir- 
ing in a number of new buildings. 





.Ohio Agency Appointments 


Amer. Cent.—G. W. Watson, Elmore; 
John Wood, Georgetown. 
4Ztna—S. A. Treece, Arlington; C. G. 


Purvis, Payne. 

American—E. C. Manning, Bethel; C. M. 
Osborn, Cadiz; D. & A. P, Getzman, New 
Philadelphia. 

Atlas—A. G. Smith, Bucyrus; G. W. 
Watson, Elmore. 

British America—Wm. Feller, Canton. 

City of N. Y.—C. H. Towson, Lancaster; 
W. Scott, Clark a Agency, Chillicothe: 
A. G. Reed, Mariet 

nome. N. 5 Willis Stutson, Wash- 
ington C, 

on , & Yarnell, Delta; Vic- 
tor Wentz, Canal Dover. 

Camden—C. G. Ballmer, Fostoria. 

Fidelity—F. R. Blakeslee & Co., Cleve- 
land; W. E. Fite, Jackson; Snyder & 
Abele, Ironton. 

Germania, N. Y.—W. H. Montz, Wester- 


ville; W. E. Watson, J. A. King, M. W. 
Sheehan, Peter Hensch and J. F. Adams, 
Cleveland. 


Ger. Amer., N. Y.—Hart & Son, Carey. 
Humbolt—Lippman, Liebman & Son, 
Hamilton; L. E. Miller, Springfield; C. H. 
Towson, Lancaster; Willis Stutson, Wash- 
ington C. H.; Schieble Bros., Dayton; 
H. F. Elliott, Zanesville; Fred Schlosser & 


Son, Piqua. 
Hartford, Conn.—C. A. Heald, Birming- 
ham; D. A. Kurtzhalz, Lockbourne; Mc- 


Kenna, Lehnerhart & Co., Toledo; W. A. 
Jeffry, Plymouth, 
Hanover—J. A. 
ville. 
State of Pa.—J. L. Uhl & Co., Lancaster. 
L & L & G.I. I. Parry, Jackson. 
Mich, Com’l—W. a. Williams, Shawnee. 
one i '*ae 8. Thomas, Lan- 
caster; illiams, Struthers; Wm. 


Feller, deem. 
N. B. Y.—A. R. Davis, Glove: 


Schnorrenberg, Steuben- 


& M., N. 
land; E. D. Webb & Co., Lima; Ss 
Layman, Dayton. 

Nat’l Union—Heaton & Sheehan, Salem. 

Norwich Union, Eng.—P. T. Mell, Lima; 
Edgar Snyder, Jeffersonville; J. E. Ham- 
burger, Celina. 

Pheenix, Ct.—I. 8S. wena, Pleasantville. 

Phenix, . Y—tL . Edgington, Mt. 
Orab; E. L. Hartman, Ohio City. 

Queen City—Theo. Horner, Youngstown. 

Royal, Eng.—W. E. Chappelle, Slyvania. 

Southern—J. A. Davey, Sandusky. 

Springfield—J. E. Fox, Bai ag 8 A. M. 
Brant, Bradford; C. H. Kramb, Oak Har- 
bor; i. D. Eldrick, Frankfort. 

Southern Nat’l, Tex.—J. E. McAffee, To- 


ledo; J. R. Davis’ Sons, Youngstown; W. 
W. Wager, Columbus. 

Sun, Eng.—J. E. Hamburger, Celina; H. 
T. Ruesse, Sidney. 

Union, Y.—J. H. Little, Piqua. 


United States—G. W. Acker, Toledo. 
Western, Ont.—R. I. Williams, Struthers. 
=. A. Youngen, New Philadel- 
Pp 

London—C. E. . iy 9 Shelb 


Mercantile — John es 
Steubenville. 
Royal—E. P. Wise, Belmont; J. E. Gra- 


ham, Cleveland. 


Security, Ct.—H. W. Wirtz, Canton; 
quibb Bros. Comeites. 
Southern, La.—A. G. Reed, Marietta; W. 


H. Miller, Leipsic. 
St. Louis—H. W. Wirtz, Canton; R. R. 
Le 2 Mperinen, Middle- 
town; N. J. Theiss, Nelsonville. 
‘ United Firemens—John R. Bradner, Fos- 
oria 
Walla Walla—J. E. McAfee, Toledo; 
Phypers Bros. & Co., Cleveland; E. 
Benson, Youngstown; F. Cole, Canton. 
Alliance, Pa.—Theodore Horner, Youngs- 
town. 
American Central, Mo.—J. Werner & 
Son, Leipsic; J. D. Hill, Montpelier. 
onmden— Willis Stutson, Washington C. 
; G. R. McConnell, Troy. 
Sa ees & McGregor, Wells- 
ville; Snyder & Abele, Ironton. 
County, Pa.—J. R. Warner, Newark. 


OHIO NOTES 


Reed & Whitney succeed Reed & Mc- 
Laughlin at Loudonville, Ohio. 

Dr. G. H. Kemp, whg had the oldest fire 
agency in Barnesville, Ohio, died Aug. 31 
after a few days’ illness. 

Following the sale of Hood & Wilson’s 
mixed agency at Westerville, Ohio, to 
W. H. Montz, the Royal has transferred to 
Ranck & Williams’ union agency. 


Jos. E. Innis, special agent of the Ger- 
man-American, with headquarters at Wil- 
liamsburg, Ohio, is moving his headquar- 
ters to the state agency office at Columbus. 

The defendant companies have answered 
the complaint of the Novelty Box Company 
of Sandusky, Ohio, which had a loss a year 
ago, which is yet unpaid. The companies 
allege the concern was not unconditional 
owner of the property, as it claimed to be. 
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* CAPITAL 81,000,000. 


FIDELITY 


FIRE INSURANCE CO., 
Continental Building. 


46 CEDAR ST., 
WESTERN DEPARTMENT: 
280 LA SALLE ST., 


NEW YORK 


CHICAGO, ILLS. 





RESPONSIBLE 


ACENTS WANTED. 


LOSSES PAID CASH 


WITHOUT DISCOUNT. 














ASSETS $2,570,712. 





LIABILITIES $525, | 12. 


SURPLUS TO POLICYHOLDERS $2,045,600. 





MICHIGAN 





OHIO 


KENTUCKY WISCONSIN MINNESOTA 


BIERCE & SAGE 


NASSAU FIRE ike tice co. 


DIXIE FIRE TRSURANCE co. 


CoMPAMES REPRESENTED GENERAL AGENTS 








CONCORDIA FIRE INS. CO. Detroit, Mich. 
NORTH “RIVER FIRE INS. CO. —e = — ii cali i sieeeiioncs cs 
GERMAN FIRE INSURANCE CO. MICHIGAN, pusinnes und Galt sigeneutation 
ne New Y. fork Ci feng se “WICHIGAN, a: des tan ee tan 
JEFFERSON } . CO. Detroi a. 


largest Non-Union Agency in the 
United States and any agent repre- 
+ genting one or more of our com- 


onlo AND KENTUCKY, 
GEO. B. SEDGWICK. 


sboro, N. C. orthern Michigan and W , Panies is entitled to the full capac- 
NATIONAL LUMBER INS. CO. Box 556, Milwaukee, Wisconsin. ity of our Office. 
BEN FRANKLIN INSURANCE CO. [Minneapolis and St. ‘Paul. weers Ue. 
f iy» Pa. Minneapolis, Minn. 














from FIRE, EXPLOSION, SELF-IGNITION, LIGHT 
COLLISION done and sustained, including legal expenses incurred thereb e 


Automobile Insurance 





COLUMBIA 
INSURANCE COMPANY 


of Jersey City, N. J. 


P yep ee Tose by + most feo 
‘orm o cy, coverin nst loss or damage arising 
NIN ri and THE SFT. so againee loss by 


ORR & WALL, General Agents, Chicago, III. 


AGENTS WANTED IN DESIRABLE LOCALITIES 





184 La Salle Street, 


SURPLUS 1o Policy Holders 949,044.18 
TOTAL ASSETS - 


1,389,800.34 


NATION AL NORTHWESTERN F&M. 


Insurance Zompany 


Tusurance Qompany 


OF ALLEGHENY, PA. OF MINNEAPOLIS, MINN. 
INCORPORATED 1866 INCORPORATED 1899 
CAPITAL - - - $500,000.00 CAPITAL - - = $300,000.00 
RESERVE - - 403,635.59 RESERVE - - 173,266.97 


SURPLUS To Policy Holders 502,415.49 
TOTAL ASSETS - 706,428.85 





GEO. H. SCOTT, General Agent 


RK. M. HUFF, Assistant General Agent 


CHICAGO, ILL. 











to Policyholders 





CAPITAL . 


$200,000 
SURPLUS 


$385,242.39 














Cc. K. HOLLOWAY, Pres. 


Live Wire Connections Wanted in Every Town and City 


- Walla Walla, "The Hartford of the West." 
Pacific Coast, and ranks 4th in the United 


CHICAGO 


171 La Salle Street, 


O. G. PARKER, Treas. Cc. P. CONAWAY, Secy. 








‘= 
FIRE. INSURANCE =| Net 











COMPANY 


The wealthiest city in ponte to population 
tates : 
C, H. SPENCER, 
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MICHIGAN AND INDIANA 


TROUBLE AT PLEASANT VALLEY 








Michigan Insurance Men Think the 
Name Does Not Apply Any Longer 
—Rate Cutting Common 





Detroit, Mich., Sept. 2—(Special Cor- 
respondence.)—Out in the central part 
of the state there is a little town called 
Peaceful Valley. It got its name from 
the fact that up to this time there has 
been no trouble among the insurance 
agents, but all things have an end, and 
today this town is known as Trouble- 
town. It runs like this: There is one 
real good risk, which was written regu- 
larly at a rate of $1.10. A gentleman 
(who had no agent there) representing 
as state agent several companies, saw 
this plant and made up his mind to 
get it, so he worked his game and by 
reducing the rate to 90 cents got the 
line, wrote his policies at his Detroit 
office and mailed them, getting the pre- 
mium. The specials, who had the line 
before this gentleman dropped in the 
town, upon inquiring got the facts. Of 
course, they did not like it and would 
not stand for any such deal. They went 
to the office and arranged to write the 
line at 60 cents, took up the other poli- 
cies, canceled short and advised the 
party of the first part that the policies 
would be sent to him with draft at- 
tached. Of course, he didn’t like it, and 
refused to accept the policies. He was 
then informed that the policies would 
go to the home office. They should. 
however. have sent his letter to the 
commissioner of insurance, which would 
have been a more interesting proposition 
to the Detroit general agent. This De- 
troit agency is making trouble of this 
kind throughout the state. It won’t go 
on forever, though. 


A friend of mine in the insurance 
business had one of the unusual expe- 
riences last week. A broker came in to 
the office with a form covering a cer- 
tain plant that the agent did not like, 
so hé turned it down. A special of one 
of his companies was in at the same 
time and the broker submitted the prop- 
osition to him. He said he would look 
at the risk and let him know, which 
he did, and authorized a line of $1.000, 
which my friend the agent wrote. Five 
days after this there was a fire in the 
plant and the policy pays the full face. 
The agent is mad and the special has 
not a word to say. However. from 
this time on, the agent says, he will 
run his office. I had the same expe- 
rience myself last year and I have made 
up my mind that when I don’t want 
a risk I won't take it. If the special 
wants it he can get it through some 
other agent. 


A very energetic special agent got 
a drop on himself a short time ago. 
He was visiting an agency not a hun- 
dred miles from Detroit. Walking down 
the main street, he saw what looked 
good in the way of insurance, a very 
complete stock of general merchandise. 
He said to the agent, “Have we a line 
here?” 

“No, but I have been promised one. 
Let’s go in and see the parties.” They 
found the insurance carried was over 

percent of values, so suggested that 
the party attach the 80 percent clause, 
reducing the rate 10 percent. This re- 
duction would about equal the premium 
on a $2,500 policy, and struck the as- 
sured as being a good thing. so told 
them to go ahead, and they did go in 
for $2,500. Of course the special smiled. 
Last week the fire fiend got in his work. 
The $2,500 policy has been converted 
into $2,500 of Uncle Sam’s good dollars, 

All insurance troubles arise from some 
source. Of course the union companies 
Say it is the nonunion companies’ fault 
and the nonunions say it’s the union’s 





fault, and I say it is both their faults. 
A certain hotel out in the state, with 
a rate of $4.69, has been taking a slide 
until now it has got down to. $2.50. 
Cause: The union wants it from the 
nonunion. Another place, a big boarding 
house, rate $2.42 annual, is written at 
65 cents for three years. Cause: Non- 
union against union. So it goes. I 
don’t know what I would do if I was 
a manager or special agent. I do think 
I would have a price for my goods 
and sell them at that price or keep them 
in stock. If experience demonstrated 
the rate too high, reduce it, but don’t 
go hammering as if the stuff you had 
to sell had only such value as you could 
get a party to pay. The trouble with 
the whole business is that it is getting 
to be a pretty near go-as-you-please 
game, and a good many companies are 
encouraging this. idea. 


Miss Raymond, of Raymond & Ray- 
mond, has returned from a two months’ 
European trip. While in London she 
called at the home office of the Sun. 
The officials at the home office did not 
understand how a lady could be an 
agent. The lady agents are coming fac- 
tors in the insurance as well as in other 
business. Op DETROITER. 


Matt at Work in Indiana 
H. B. Matt of Lancaster, Ohio, who 
is giving half his time to the American 
Central and Sun of Louisiana in Indi- 
ana, started on his maiden trip in the 
state this week. He is working under 
the direction of State Agent Woessner. 





Change at Evansville 
Charles Sihler of Evansville, Ind., 
who represented the Sun of Louisiana 
and Shawnee, has taken charge of the 
salaried agency of the German of In- 
diana and gives up his union companies. 





Indiana Meeting Next Week 
The Indiana Association of Local Fire 
Insurance Agents will hold its annual 
meeting at the Denison hotel, Indianapo- 
lis, next Tuesday. It is understood the 
subject of overhead writing will have 
the center of the stage. 





Rate-Cutting Is Seen 

Ann Arbor, Mich., Aug. 30, 1907: 
To the Editor:—Today we ran across 
what we consider about the limit in fire 
insurance. All of the bad practices and 
rate-cutting are not on the nonunion 
side. We saw a policy written in a 
union company covering for $1,000 on 
a stock of merchandise for a term of 
three years. This policy was written 
for a premium of $22, whereas the cor- 
rect advisory annual rate is $1.35, or 
$13.50 per thousand for one year. Think 
of a policy, covering on stock, being 
written for less than two annual pre- 

miums for a term of three years! 
Loca AGENTS. 





Saginaw Needs More Water 

The board of water commissioners at 
Saginaw recently adopted a report set- 
ting forth that the low pressure and 
small amount of water being delivered 
in the business district and in the north 
and eastern portions of the city, on the 
east side of the river, need immediate 
attention; also that paving operations 
on a portion of South Washington ave- 
nue and Franklin street, through which 
the increased supply of water should be 
furnished, demands that mains be laid in 
these streets at once. 





Indiana Agency Appointments 


Citizens—E. W. Hooper, Avilla; new 
dent Trust Company, Columbia City; Cc. 
Danielson, Hamlet; C, S. Londin, A 

Cosmopolitan — WwW. M.. Leedy, Fort 
Wayne;; Parmenter & Co., Wabash; Frank 
Elmendorf, Evansville; -. 2: Blitz, Fort 
Wayne; T. H. Acre, Lawrence. 

Dixie—Sample & Jolley, La Fayette. 

Equitable F. & M.—George Schaefer. 
Seymour. 

Firemans Fund—Grace Thompson, Win- 
amac; A. R. Chamness, Mooreland. 

Franklin—Waldo Hisey, Corydon, 

Germania—J. D. Smith, Dana; J. F. 





FIRE 
TORNADO 


PHENI 


INSURANCE 
COMPANY 





OF BROOKLYN, N. Y. 


Western and Southern Department, 205 La Salle Street, CHICAGO 





§. 4. LENEHAN, General ‘Agent 


CHAS. R. STREET, Ass’t General Agent 





The Eagle Fire Company] . 


Of New York 





ESTABLISHED 1806 





10ist ANNUAL STATEMENT 


Capital - - - $300,000.00 
Net Surplus - - 477,520.07 
Assets - - -  1,366,527.79 


SURPLUS TO POLICYHOLDERS $777,620.07 





STRICTLY FIREPROOF 


nortt DRE VOORT 


Chicago, Dlinois 


MOST MODERN EQUIPMENT 
UNEXCELLED RESTAURANT 





On Madison Street, near La Salle 
One minute from the Insurance District 


The Patronage of Insurance Men Is 
Solicited. 





SURPLUS LINES 


Por Local only after the regular channels have been exhausted. We can furnish * 

on ved inks coveting to. ,000 in a syndicate of of London Lioyds Underwriters that rae 

Amotieen fire business aly Khrough our. office. Immediate binders given. 10 paid 

~—— La i, I of Illinois and New York. We also write A MOBILE insurance 
covering theft anywhere in the United States, Europe or Canada. 10%. 


WE INVITE YOUR roca a= PROMISE CAREFUL ATTENTION TO 
INTERESTS. 


MARSH & McLENNAN | 


00 Gk SALLE STREET TR 


New York Office: 
54 WILLIAM 8 


m Office: 
123 BISHOPSGATE STREET 
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> 
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WESTERN 


INSURANCE COMPANY 
OF PITTSBURGH 


FIRE AND TORNADO 


Capital - $300,000.00 
Surplus to > Policy Holders, 413,206.10 
Assets 786,134.77 
3,982,143.00 


LOUISVILLE 


Insurance Company 
FIRE AND TORNADO 


Losses Paid to date, 





INDEMNITY 
In business continuously under the same 
ma nt since 1872. 


Applications from leading agencies 
solicited. 


Henry P. Magill & Co. 
General Agents 


184 La Salle Street Chicago 
* 


H 
rN 
WwW 
HAWKEYE 
CAPITAL me BEGAN 
Y 


PAID BUSINESS 
$100,000 Fs iges 


Insurance Co. 


H. R. HOWELL, 
President. 





SURPLUS 
Over 
$200,000 


= 

ASSETS 
Over 

$800,000 





DES MOINES, IOWA. 


GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 
Cash Capital, $1,000,000 00 
Assets, - - - $5,178,071 22 


Net Surplus, - - $1,094,932 62 


HEAD OFFICE: 
Cor, William and Cedar Streets 


VIRGINIA STATE 


INSURANCE COMPANY 
OF RICHMOND 


Geo. L. Costefen, 3 Presiden 
Ret lee Jr. o Pres. and Sec’y 





Asse 44,402.48 
Surpine to Policyholders - #359. 122.21 
Agents Wanted in Illinois 


SHIPMAN & WAYNE 


General Agents 


GEO. L. PLATT, Special Agent 
159 Le Salle St. CHICAGO 


RIENT 


INSURANCE 
COMPANY 


OF HARTFORD, CONN. 





CHARLES E. DOX 


MANAGER 





WESTEBN DEPARTMENT 








Secretary. 
J 





171 La Salle Street, Chicago, Ul. 
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Deviders,. 0. Rosebaum, 


Hillsboro; J, 
Wavelan 
= ee Runyon, 
W. H pumer, Delphi; C. B. 
ing Sun; H. 


Newcastle; 

tson, Ris- 
Axtell, Bloomington; ‘Leigh 
Kochenour, epedieees Waters & Ja- 
quess. Poseyville. 

Jefferson—R. P, King, Auburn 

Northern, Eng.— Miss M. 
North Manchester. 

Old Colony—Hollowell- Thomas, 
Bend; W. H. Charnley, Goshen; 
Greene, Nappanee. 

hoenix, A ~~ —C. G. Morris, 
wood; F. J. Schuler, Crothersville, 

eePring Garden—J. C. Swinhart, Roches- 


*Willlamsbureh City—Smith & Bro., Ot- 
terbein; L. Hamilton; Rensselaer; F. H. 
Wann, danas: Ww. 


E. Krisher, 
South 
mx mm 


Green- 


Dorroch, Kentland. 


Friction Is Being Caused 


The fact that the field men are giving 
different instructions regarding the co- 
insurance law is causing more or less 
friction in Michigan. Some companies 
in their desire to get business and cater 
to the agents have overlooked the effort 
to get uniform action. It is stated that 
some very indiscreet letters have been 
written by companies to agents which 
have found their way into the attorney- 
general’s office. 


Michigan Agency Appointments 


Camden—C. M. Preston, Detroit. 

County—Cleveland & Bradish, Adrian; F. 
E. Hibbard, Fiint. 

Dixie—A. J. Vine, Lake Linden. 

Farmers, Pa.—Michaed Doherty, 


Esca- 
naba. 

Fidelity—P. J. Hammell, Lansing; J. J. 
Martinek, Menominee. 

zee Assn.—Buttars & Bridge Charle- 
voix. 

Ham.-Brem.—F. P. Bohn & Co., 
berry. 

Hanover—Forsten Eggen, Bessemer; E. 
8. Coe, Iron River; C. 8. Parks, Kent City; 
Gannon Bros., White Cloud. 

State of IllL—S. M. Reed, Albion; C. L. 
Coulson, Detroit; James Ww. Oakes, Grand 
Haven; Rogers & Rogers, Hastings; mm. E. 
Behnke, Mt. Clemens; H. O. Maloch, 
Wyandotte. 


New- 


Getting New Clause Attached 

In connection with the Michigan co- 
insurance law recently passed the com- 
panies are gratified to find many agents 
complying with their wishes in the mat- 
ter of substitution of the new coinsur- 
ance clause in policies issued before the 
new law went into effect. 

While his law is not retroactive and 
does not affect policies written prior 
to its adoption, yet the law indicates 
that, in event of loss, the old coinsur- 
ance clause cannot be taken advantage 
of in the settlement, hence the desire 
of companies that the new clause be 
attached to all policies, regardless of 
when issued. The companies are not 
insisting upon these substitutions, but 
are glad when agents make them. As 
an argument in favor of providing the 
proper form of coinsurance, agents are 
being reminded that rates have been 
made on the basis of the coinsurance 
clause, a 10 percent reduction being al- 
lowed for its use, hence, if the old form 
is on the policy, and cannot be enforced 
in event of loss, the companies are 
carrying the risk for 10 percent less 
rate than should be paid. Many of the 
agents see the force of the argument 
and are doing the needful wherever 
possible. 


MICHIGAN NOTES 


The reorganized fire department at 
Springport, Mich., equipped with a new 
gasoline engine, saved that village from a 
severe fire loss recently. At one time it 
looked as if the whole business section of 
the town was doomed. 


State Agent Fowler of the German 
American and German Alliance was in 
Detroit last week and took up the sole 
agency of the German Alliance with War- 
ren, Brown & Co., where it has been lo- 
eated since the company started. 


INDIANA NOTES 


The Walla Walla Fire has been licensed 
in Indiana. 


Schroer & Cummins succeed Wm. H. 
Schroer at Clay City, Ind. 


Richmond (Ind.) agents are charged with 
inserting in their monthly accounts to com- 
panies a charge for local board expenses, 
which is not being allowed. 


E. R. Townsend, hydraulic engineer of 
the Western Union, will shortly take up 
with the Indianapolis Commercial Club the 
—e of a high-preasure system for that 
erty 
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Special Agent H. E. G. Kemp Opens Up 
His Guns on the State Fire 
Marshal 


Oshkosh, Wis., Aug. 30—To the Edi- 
tor: Regarding the statement in your 
recent issue to the effect that it is the 
intention of State Fire Marshal Purtell 
to run his department in a way to pro- 
duce the greatest efficiency,, I wish to 
present a few facts. Mr. Purtell was in- 
dorsed for his position by myself and 
other field men on his solemn promise to 
appoint to the positions in his department 
practical field men and that politics were 
to be kept out of the department. I se- 
cured many indorsements from all parts 
of the state for his appointment. I drew 
up the original fire marshal bill, secured 
its introduction into the assembly and se- 
cured support for it from many of my 
friends. 

Mr. Purtell had never heard of a fire 
marshal department until I personally ex- 
plained it to him. As soon as he was ap- 
pointed and confirmed by the senate he 
began to wobble, and the inside history 
of those few days is very interesting 
reading. He finally appointed J. M. Sex- 
ton as chief assistant. Mr. Sexton was 
formerly a druggist in Madison, then a 
clerk in the treasury, then a clerk in the 
civil service commission at a salary of 
$1,200 per year, from which he went to 
the fire marshal department at $2,500 
per year. Mr. Sexton is a good fel- 
low and is not to blame for getting 
ahead as much as possible. But taking 
up Mr. Purtell’s statement of his idea of 
efficiency the field men of this state would 
like to know what particular qualifications 
Mr. Sexton had for that position as 
against the positive assurances given to 
the field men by Mr. Purtell. 

The first appointment made by Mr. 
Purtell after his appointment was his 
daughter as a clerk in the department at 
a salary of $900 per year. This also was 
made on account of extra efficiency, no 
doubt. It is not a question of disappoint- 
ment of some of the candidates for posi- 
tions, as the only candidates were Sexton 
and End. Mr. End has been given the 
place of second deputy and is apparently 
satisfied. It is not a question of disap- 
pointment with me, as I was offered the 
position of special assistant and to take 
charge of all the investigations at a salary 
of $2,400, which I voluntarily declined 
after the other appointments had been 
made. 

Mr. Purtell has held political jobs at 
the state capitol for nearly twenty years, 
and in many different positions, but has 
held none.that particularly fit him for the 
position he is now in and he has as yet 
made no appointments of assistants that 
know any more about the business than 
he does. It is due to the companies who 
are paying for this department that the 
best service should be rendered at the 
least cost. If Mr. Purtell was looking for 
quality and not politics and had put in 
a practical insurance man as chief assist- 
ant he would have needed no special as- 
sistant, but he will be compelled under 
the present circumstances to put in a spe- 
cial assistant which will indirectly work 
as a graft on the fund. 

Taking his own statement as to merit 
being his only guide, I challenge him to 
give the reasons for the breaking of his 
solemn promise and the appointment of 
his chief assistant. He does not dare 
give the real reasons. In his bulletin, 
just issued, he states that “successful 
work in that line can only be done by 
those who have a special training in the 
pursuit of incendiaries,” in which case, 
and I agree with him that this is true, it 
is up to Mr. Purtell to resign and have 
a man appointed who has these qualifica- 
tions. It is certain he has none of them. 
I predict that at the next session of the 
legislature he will appear before the com- 
mittee and ask to have the percentage of 
tax increased from one-quarter to one- 
half of 1 percent, as he will need to 
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make some more appointments for merit. 

In conclusion let me ask Mr. Purtell 
why he did not wait until the civil serv- 
ice commission had certified the names 
to him of those taking the examinations 
for second deputy before making a choice 
for that position. He may have chosen Mr. 
End on account of merit, but when it 
appears that Mr. End was a leading can- 
didate for the place of chief assistant it 
may have been that the position of second 
deputy was given him as a sop, without 
considering the question of merit, al- 
though Mr. End probably knows more 
about the fire insurance business than the 
head of the department. He could not 
know less. I challenge Mr. Purtell to 
give his reasons for his appointments in 
each case, including that of his daughter, 
so that the public may see how much 
qualifications and merit had to do with it. 

H. E. G. Kemp. 


Foster Goes to Kentucky 
C. L. Foster of Jacksonville, Ill, spe- 
cial agent of the Continental in southern 
Illinois, has been transferred to eastern 
Kentucky, with headquarters at Lexing- 
ton. 








Restore Rates at St. Augustine 
Suspended rates at St. Augustine, IIL, 
have been withdrawn, a new tariff has 
been put in the hands of agents and com- 
panies and agents instructed to observe it. 





Illinois State Board Meeting 
The quarterly meeting of the Illinois 
State Board will be held in Chicago 
next Tuesday. 





Premiums About Normal 
While the oats crop in Illinois is about 
a half yield this year, yet the price is 
high and this keeps the premiums about 
normal. In some sections the agents get 
a good line of business on oats. 





For Better Fire Protection 

The question of providing adequate 
fire protection in Fond du Lac, Wis., 
bids fair to be settled soon. A gravity 
pipe line, the estimated cost of which 
is $19,335, is to be constructed from 
the lake to Bannister and West Rees 
streets, in order to induce the Rueping 
Leather Company to retain its plant in 
Fond du Lac. This was decided upon 
at the meeting of the common council. 

Although the proposed pipe line can 
be used for other purposes, it is to be 
principally for the benefit of the tannery. 
Several years ago the Rueping company 
asked for the construction of a line of 
this kind and made a proposition to 
the city. 

Mayor Doyle, who is the legal repre- 
sentative of the leather company, an- 
nounced that Mr. Rueping had intimated 
that if the pipe line was built, the pres- 
ent tannery would remain, and it was 
possible it would be enlarged. 





Wisconsin Agency Appointments 


Agricultural—Mann & Schulz, Racine. 
Boston—F. H. Snyder, Janesville. 
Com’] Union—N. H. Johnson. Gillett. 
Connecticut—R. B. Swarthout, Fairchild. 
Cooper—F. A. Dundas, Ash'and: J. E. 
Bolger, Black River Falls; J. F. Ellis. Eau 


Claire; Hugh W. O'Connor, Reedsburg; 
J._E. McCabe, Superior. 

Farmers, Pa.—George E. Wettengel, 
Appleton. 

Ger. Amer., N. Y.—W. P. Hughes, Bel- 
mont; Murray & Cottingham, Benton. 


State of Ill.—H. I. Coon, Walworth. 

L. & L. & G.—J. J. Madler, Hilbert; H. 
H. Greve. New Holstein; H. R. Allen & 
Son, Merrill. 

Mich. & M.—J. P. O'Malley, Bayfield. 
H. Huessemann, O. W. 
Schaefer and C. G. Seeger, Appleton. 
wee Mech.—H. W. Reinhard, Reese- 

Nat'l Mut.—E. J. Evans, Shell Lake; 
Robert Luchsinger, Bellevi'le. 

Northwestern F. 
Plainfield; F. J. Neefe, Cottage Grove. 

N. W. Nat’l—C. H. Huessemann, C. 
Seeger and O. W. Schaefer, Apvleton. 

Orient—D. H. Pierce, Appleton. 

Pheenix, Eng.—H. C. Rowan. Elroy. 

Prov. Wash.—F. E. Morner, Prentice. 

Queen City—Wm. Brassard, Merrill; H. 

- Behm, Oconto. 

Security, Ct.—L. A. Pomeroy, Amherst. 

St. Paul—B. F.. Hurd, Woodville; G. R. 

e, Clear Lake; R. E. Sherer, Luck; 
k J. Dietrich, Cassville. 


G. 


& M.—M. N. Leavitt, | 





Lake; W. Bloomer; Edwin 
Pierce, Merrillan; H. J. Thielke, Mayville; 
Herman Leicht, Medford; ° . Ba 
Montello; L. W. Hettinger, Westfield. 





Great Improvement at La Crosse 

At La Crosse, Wis., the electrical in- 
spection ordinance has already resulted 
in a vast improvement in the standard. 
By frequent conferences with wiremen 
and electrical contractors the municipal 
inspector has been able to instruct them 
so that the rewiring is in full compli- 
ance with code requirements. Before 
condemning old and defective wiring the 
inspector has sought to teach the men 
how to do standard work so that wiring 
overhauled will be placed in proper con- 
dition with the least possible annoyance 
to the owner. It is reported that the 
lighting company has endeavored to dis- 
credit the inspector by purposely delay- 
ing service connections and blaming him. 

The opera house is now being com- 
pletely rewired in metallic conduit. Own- 
ers of mercantile buildings have post- 
poned making changes requested by the 
underwriters’ inspector until the munici- 
pal inspector completes the annual in- 
spection required under the ordinance, 
so that alterations demanded by both 
may be made at once. 





After Metropolis Fire Bugs 

The prosecuting attorney at Metropolis, 
Ill., is soliciting the cooperation of the 
fire companies in securing evidence to in- 
dict a firm in that city that has had a 
number of fires. Their plan has been to 
start up in various lines, get a lot of in- 
surance and burn out. The authorities are 
now onto the game. 





Illinois Agency Appointments 


Sun, Eng.—Wm. C. and Jas. G. Trainer, 
Chicago. 

Walla Walla—A, F. Shaw, Chicago. 

Westchester—G. M. Trimble, Ottawa; H. 
Dalmar & Co., Chicago; E. E. and L. A. 
Stiles, Robinson. 

Western, Pa.—C. F. Yeakel, Alton. 

Hamilton—Albert Maierhofer, Ottawa; 
Michael Lennon, Joliet; J. W. Steward, 
Rock Is'and; C. F. Hemenway, Moline. 

Hawkeye—R. C. Taylor, Virginia. 

Illinois Nat’l—R. M. Sherrod, Springfield. 

Indianapolis—C. W. Kettron, Macomb. 

State of Ill.—W. S. Hoopes, Sumner; C. 
L. Farrington, East Peoria. 

Jefferson—A. L. Stokes, Chicago. 


nok & L. & G.—W. E. Palmer, Hyde 
ark. 

London—O. J. Buettner, Mendota. 
Mich. Com’l—E. F. Johnston, Jackson- 


ville. 

Milwaukee—M. Lloyd, Princeton. 

Milw. German—L. H. Litchfield, Wauke- 
gan; Joseph H. Vincent, Freeport. 

New Hampshire—W. P. Rinehart, Ef- 
fingham. 

N. B. & M.—J. B. Vernon, Brocton; Guy 
S. Krum, Eliott. 

Northern, Eng.—Thomas Stallings, Gran- 
ite City; Dugger & Abney, Creal Springs; 
J. B. Crosby, Rockton; E. E. and L. A. 
Stiles, Robinson; L. P. Paulson, Jefferson. 

North River—Mrs. Lulu Killough, Abing- 
don; C. F. Holland, Pekin; Fred G. Houle, 
Kewanee; J. G. Oldham, Urbana. 

N. W. Nat’l—Collison & Wheat, Rantoul; 

Geo. A. Turell, Champaign; R. A. Parks, 
Marion. 
Phenix—G. W. Cummings, Chicago; O. 
M. Kirk, Oblong; G. W. Timmerman, 
Pronhetstown; A. V. Brown, Cypress; 
Marks, Milward & Barnes, Herman; Ollie 
Baum, Indianola; R. B. Pope, Karnak; 
Frank D. and A. L. Banta, Lawpoint; 
Jesse McNeely, Philadelphia; J. W. Jen- 
kins, Redmon; W. and Guy Martin, 
Royalton; E. E. Butler, Villa Ridge; W. H 
Gibbs, Galva. 





ILLINOIS NOTES 


The Hanover Fire has transferred at 
Bloomington, Ill., from Brooks, Harrison & 
Garlough to the C. H. Pingrey agency. 

E. E. and L. A. Stiles, doing business as 
Stiles Bros., have purchased the agency 
of Berry & Palmer at Robinson, IIl. 

The Concordia and Germania have trans- 
ferred at Lawrenceville, Ill, to v R 
Fish from the agency of John R. Rosbor- 
ough, who bought the union Titus agency. 

Agents at Lemont, IIl., want their com- 
panies to “chip in” in aid of the new 
Swedish Lutheran Church, but the union 
rule prevails against the “fear of the 
Lord,” and the requests are being refused. 





WISCONSIN NOTES 
Cc. E. Harmon’s companies are transfer- 
ing to B. F. Hurd at Woodville, Wis. 
Frederick R. Scobie of Rush Lake, Wis., 
is doing per diem work for the Phenix in 
the subagency department. 
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DAY OF GUARANTEES 


Some of the important events in life 
insurance plainly indicate a new lineup 
of forces. The day of no accounting 
is gone and in the future policyholders 
will want to know just what they are 
to receive for the money invested. 

Annual dividends will show from year 
to year the net cost covering short dura- 
tions of time. Companies will have to 
show what results they can give. In 
this respect not merely economy will 
be a factor, but honest and _ efficient 
management. 

While there are certain inequalities 
in the annual dividend plan, yet it has 
come to stay and men prefer it to the 
old tontine system with no accounting. 

Along with the annual dividend plan 
will be the nonparticipating policy. The 
policyholder will know exactly what he 
is getting for his money when he pur- 
chases a contract of this kind. With 
the profits he has no concern. He | is 
buying as much insurance as he can 
for every dollar expended. 

_ If there still remains a sentiment 
abroad in favor of tontine settlements, 
sufficient safeguards will be placed about 
deferred surplus funds so thatthe pol- 
icyholder will get what belongs to him. 
It was the abuse of the system that 
caused the extravagances of the past. 








OBSERVANCE OF ETHICS 


THERE is some complaint in the indus- 
trial disability field regarding the efforts 
of companies not affiliated with the 
Detroit CONFERENCE to hire agents of 
conference companies by paying larger 
commissions. This in a way is the same 
feature of competition that is found in 
fire insurance where one set of com- 
panies in an organization pay uniform 
commissions and the outsiders do not. 
While the Detrorr CONFERENCE com- 
panies do not pay uniform commission, 
yet each company in the organization re- 
spects the rights of others and does not 
go after its agents. 

The, Detroir CoNFERENCE came 
being largely because of the piratical 
methods: of companies in hiring each 
others’ agents and thus twisting the busi- 
ness. Conditions became so demoralized 
that companies found it necessary to 
organize for self-protection. The con- 
ference has been a success in this par- 
ticular, and while naturally there has 
been some bad faith, yet taken as a 
whole the experience of the association 
shows that there is plenty of business 
and enough agents for all in the field 
when competition is carried on with 
proper observance of each others’ rights. 

It is hardly likely that the conference 
companies will sit idly by and see their 
agents taken by outside companies. There 


into 





is a limit to endurance, and when a 
company has developed an agency force 
by hard work it is not likely that it 
will permit outsiders to encroach on its 
preserves and, with no effort on their 
part to train men of their own, gobble 
up its agents. 

It seems to us that even if a com- 
pany does not see fit to identify itself 
with the, Derrorr ConrereNce it is only 
proper that the ethics of the business 
be observed and the spirit of the con- 
ference be carried out. There are plenty 
of men that can be trained as agents. 
The habit of twisting agents and busi- 
ness is a pernicious one. It creates 
unrest. By breeding a set of rounders 
companies are doing the business a 
grave injustice. We believe that the 
Detroit CoNFERENCE has done and is do- 
ing a great work for the companies, 
agents and assured. Its motto is “Play 
fair,” and it believes in every man re- 
specting and observing the rights of 
his brother. 

It seems to 
panies have a 


us that the outside com- 
perfect right to get busi- 
ness on even terms, but it is not the 
observance of the highest principles or 
a proper conception of the ethics to 
become pirates on the high seas of dis- 
ability underwriting and go out with the 
intent to slaughter. 








PERIL OF DRY CLEANING 


Tue effort of the fire marshal of Ohio 
to force the dry cleaning and dyehouse 
establishments to keep within the law 
in’ the quantities of gasoline, naphtha 
and benzine allowed, is a step that should 
receive hearty commendation. He has 
made himself felt at Cincinnati and other 
cities should receive attention. The 
storage of large quantities of volatile 
fluids in such establishments is a distinct 
menace to life and property. 

The fire of a few days ago in Pitts- 
burg was caused by a gasoline explosion 
in a dry cleaning house. 








Cincinnati had a bad fire but was 
saved from a worse one bv the new 
waterworks. If a conflagration gets 
started in Wheeling, whither will it 
turn for salvation? 





Now that the attorney-general of 
Wisconsin has ruled that a_ lightning 
rod guarantee is insurance, it would 
be interesting to know whether a knit- 
ting works up in his state which in- 
sures socks for six months is a_wild- 
cat or licensed company. 








Major KENDALL of the PENN MuTUuAL 
Lire says that on 40 percent commis- 
sions, graded down, he is able to meet 
his bills and live five months of each 
year in his cottage. That doesn’t prove 
anything. Some men on similar com- 
missions are not perm:tted to run bills 
and have to live twelve months each 
year in a cottage. The Kenpatt brains 
have more to do with it than the com- 
mission scale. 





TuHere is rumor of the organization of 
another life company at Indianapolis. 
No name is mentioned. Perhaps there 
are none left. Maybe it will be num- 
bered, like a boxcar. 





Tue North Dakota citizen who mis- 
took a Biue Goose emblem for a drake 
was evidently a spring chicken on poul- 
try questions. 





Personal Side of the 
Insurance Business 


The Iowa field men are preparing to 
honor A. A. Clark of Des Moines, state 
agent of the Phenix, who is rounding out 
twenty-five years of service with the com- 
pany. He will be tendered a banquet and 
there will be tributes to the veteran, who 
is a prominent figure in Iowa circles. Mr. 
Clark’s record is a most honorable one 
and it is a happy thought on part of his 
coworkers to give recognition to his silver 
jubilee. 

Announcement has been made of the 
marriage of President William N. 
Kremer of the German American at 
Portsmouth, N .H, on Wednesday of this 
week. Mr and Mrs. Kremer will spend 
their honeymoon on the Pacific coast. 

A few evenings ago General Agent 
J. H. Lenehan of the Phenix entertained 
at his home in Chicago the field men of 
the company who were sent to San 
Francisco from his department to assist 
in adjusting its losses. They were 
W. H. Clemons of-Ohio, W. P. Robert- 
son of Michigan, Otto E. Greeley of 
Minnesota, H. O. Benedict of Wiscon- 
sin, and John M. Thomas of Texas. 


Walter A. Campbell, of Campbell & 
Whitaker of Toledo, died last week. 
Death came suddenly from heart trouble 
following an acute attack of asthma. Mr. 
Campbell was 37 years old, a Scot by 
birth, a graduate of the University of 
Glasgow. He prepared for the bar but 
never practiced law. He was devoted to 
music aS an amateur and was musical 
critic of the Toledo Blade. He has been 
in the fire insurance business at Toledo 
twelve years. 

W. T. Standen, actuary and assistant 
secretary of the Capitol Life of Denver, 
died last week of typhoid fever after 
two weeks’ illness. He had done much 
organization work for the Capitol. Mr. 
Standen was actuary of the United 
States Life for 20 years. 


J. O. Dye, Ohio state agent of the 
German-American, is working up inter- 
est among insurance men, both fire and 
life, in the forthcoming meeting at Co- 
lumbus of the tax commissions of 
twenty-six states, which will probably 
take place in November. The plan is 
to have a number of economists and ex- 
perts on taxation deliver addresses be- 
fore the body, these addresses to be col- 
lected in book form and thus to furnish 
a permanent textboook on the subject. 
The Ohio tax commission will give a 
hearing to insurance interests on Sept. 9. 


Mr. and Mrs. C. H. Ainley, the former 


prominent as president of the Des 
Moines Fire, have moved to California 
because of the health of Mrs. Ainley. 
They were the recipients of much social 
attention prior to their reparture for the 
west. 

Secretary Putnam of the National Fire 
Agents Association says it is all a mis- 
take about his asking to send a long 
collect congratulatory telegram to the 
Michigan Association at its meeting in 
Flint this week. What he proposed to 
do was to send a message to the asso- 
ciation, but to have Secretary W. A. 
Eldridge pay the bill. Secretary Put- 
nam declares that Mr. Eldridge is a man 
who has money to burn and really de- 
sired to have a telegram explaining in 
detail the objects and aims of the Na- 
tional association, its benefits to local 
agents, its relations with companies, and, 
in short, telling the Michigan agents 
everything necessary for them to know 
in regard to the agency movement. 

After thinking it over Mr. Eldridge 
concluded he might have no funds left 
to pay his vacation expenses if he let 
Putnam loose on the other end of the 
wire, so concluded to have the National 
secretary use the postal service. 





The Life Agent Who Works 
Is the Man Who Wins 


(By R. W. Stevens, Vice-president Illinois Life.) 


If you have ever listened to a group 
of life insurance writers discussing the 
success of some absent agent, you have 
heard many theories advanced as to “ 
he does it.” Some -opine that he has a 
host of friends, each one of which is 
eager and anxious to be written for insur- 
ance; others, that he has some special 
and extraordinary arrangement with his 
company whereby he is able to offer very 
special and unusual inducements to in- 
surance, either by reason of having the 
exclusive right to present some marvel- 
ous policy or to offer such concessions in 
the premium rate as make the procuring 
of applications easy. 

The real reason for the successful life 
underwriter’s splendid achievements is 
very seldom spoken, though unquestion- 
ably those who discuss his success know 
deep down in their hearts why he is more 
successful than they, but they are 
ashamed to admit the truth because the 
truth would reflect upon them. ~ 

There is no business requiring mental 
ability in which physical energy and activ- 
ity so largely influence success as in life 
insurance soliciting. In fact, mental abil- 
ity unaccompanied by physical effort could 
not make a living. Imagine, if you can, 
a man well endowed mentally but so im- 
paired physically that he could get about 
only with difficulty, trying to write life 
insurance. For how long do you think 
he could keep pork in the barrel? 

The more I watch the careers of life 
insurance salesmen the more inclined I 
become to the opinion that physical activ- 
ity and energy should be listed as the first 
prerequisite to success and the technical 
knowledge of the business is only of ‘see- 
ondary importance and possibly not nec- 
essary at all. 

We areall familiar with the type of agent 
who is able to give the inside confidential 
history of every life insurance company 
doing business; who can tell us more 
about the reforms and teachings of Eli- 
zur Wright than the famous actuary him- 
self ever knew, but who are utterly un- 
able to secure the signature to the dotted 
line. And in contrast to this walking en- 
cyclopedia we know the solicitor who 
never heard of Mr. Wright, and who, 
probably, without the aid of his Pocket 
Index, couldn’t give the names of a dozen 
American life insurance companies, but 
who somehow seems to have most mar- 
velous luck in securing applications. 

One may well wonder why it is that 
the man having the lesser knowledge of 
the business should meet with the greater 
success in it, though if the person of 
an inquiring turn will take the trouble to 
observe for a brief period the operations 
of the two men he will have no difficulty 
in satisfying himself that the fickle god- 
dess, Good Fortune, plays no part what- 
ever in the lesser informed man’s success. 


4 He will find that our erudite solicitor in- 


terviews men on the subject of life in- 
surance only semi-occasionally, and that 
those men whom he does interview are 
treated to lengthy discourses on the sub- 
ject of life insurance in general but are 
given but very little, if any, information 
in particular. They receive a favorable 
impression of the solicitor but he remains 
in their memory only as a pleasing per- 
sonality and not as a potential agency. 
Our less infortned agent talks and so- 
licits life insurance earnestly, continuously 
and zealously, not because he knows 
all there is to know about the business, 
but because he believes in its necessity. 
He does not undertake to prove to his 
prospect that the rates are properly made, 
but relies upon the-hundred years’ of sue- 
cessful usage of the tables and the knowl- 
edge of the actuaries who made them. 
About all he knows is, that if John Smith 
should die next week his family would 
be in dire distress. He further knows 
that this condition can be forefended if a 
life insurance policy for a substantial 
amount is taken now. He is able to show 
John what benefits are guaranteed for the 


(Continued on Page 10.) 
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UCH talk has been indulged in 
“A about getting the Armstrong law 


amended so that it will permit 
companies to pay larger commissions, or, 
at any rate, longer renewals. While life 
men generally are in favor of the latter 
change, it must be borne in mind that 
certain obstacles stand in the way of any 
serious amendment of the expense limita- 
tion of the law, which resolutions and 
talk will not remove. The people of 
New York are with Governor Hughes 
to an extent which has surprised ob- 
servers and brought great discomfiture 
to politicians. The governor practically 
made that law and he undoubtedly be- 
lieves still that it is pretty near right. 
So long as he remains governor of New 
York and holds his present views, there 
is little likelihood of any great change 
in section 97. The hope for amendment 
lies in producing facts which will con- 
vince the governor that amendment is 
desirable. 

+ 


Governor Hughes may hold views on 
life insurance which most men in the 
business believe to be erroneous. Nev- 
ertheless, he has proved himself gen- 
erally a very broad-minded and just 
man. There is no reason to doubt that 
he would himself favor changes in the 
state law, if he were convinced that jus- 
tice or wisdom required them. It must 
be remembered, however, that he is not 
convinced by specious arguments. It re- 
quires facts which will bear the scrutiny 
of his unusually analytic mind. It would 
appear, then, that the advice of Mana- 
ger Johnson of New York to the life 
underwriters was good, when he said 
in substance, “Don’t try to do anything 
till we have the records at the end of 
the year to show what the effect of the 
new law has been.” 

It is a question if many agents and 
others have not been a little premature 
in their denunciation of the Armstrong 
law. Have they not voiced their opin- 
ions and feelings rather than their 
knowledge? Comparatively few have 
any definite knowledge from personal 
experience as to how the New York 
law is going to affect them. General 
agents and agents of the low commis- 
sion companies, whose contracts were but 
slightly affected, are as a rule doing a 
better business than in the past, even 
though the conditions of the first half 
of this year were bad. Should a few 
months’ more experience prove to them 
that their increase in business under 
more nearly normal conditions will more 
than make up for their reduction in 
commissions, most of them will be sat- 
isfied to let the law stand as it is. If 
those who were on high commissions 
should, after a few months, find that 
they were better off than under the old 
conditions, they would want no change. 
The short time which has passed since 
the law went into effect has not been 
sufficient to show anybody what its 
real effect will be. Life insurance men 
know that a few months’ experience in 
the case of a company proves nothing. 
Now, when it is experience on their 
own business which is being secured, 
they should see that the same rule holds. 

+ 


A manager writing to this paper on 
the Armstrong commissions says: 

“Companies are harpooning their man- 
agers to build up agencies and develop 
every part of their field. Broad- gauged, 
Practical men like yourself are sitting 
in your upholstered chairs in your offices 





writing editorials upon “Life Agents’ 
Pay.” Don’t know but you are correct, 
but I believe companies will never in- 
crease their commissions above the Arm- 
strong law. I believe a new set of 
men must be educated who are willing 
to work for less money than formerly; 
but if the leading journals take such 
positions, how are we ever going to get 
recruits to educate? The two leading 
annual dividend companies, the North- 
western and the Mutual Benefit, have 
for some time been upon practically the 
Armstrong basis, and are doing good 
business today, more than holding their 
own, so I believe other companies will 
retain the present schedtile of commis- 
sions. In my judgment, the less peri- 
odicals and life underwriters’ associa- 
tions publish which is adverse to the 
building up of new agency corps through- 
out the country the better it will be 
for managers like myself who have 
pulled off their coats and gone to work 
again, and to my mind the better it 
will be for the life insurance business 
in general.” 
+ % 


Another agency manager writes: 

“While it is undoubtedly true that 
commissions paid agents by companies 
operating under and observing the spirit 
and letter of the New York laws are 
totally inadequate and entirely insuffi- 
cient, it is none the less a fact that the 
result of low commissions has _ been 
to raise the personnel of the profession, 
drive out the rebater and legitimatize 
the business to a marked extent. Good 
business is being written by some com- 
panies along absolutely correct lines, 
and it is being paid for. Some com- 
panies, moreover, have no _ difficulty 
whatever in securing all the good agents 
they wish for, and I believe it to be 
true that the best class of men are 
making almost as much money as for- 
merly. Even if with some their com- 
missions have been reduced, what I say 
about their profits is none the less true 
with the agents of at least four or five 
companies. 

“My observation leads me to the firm 
conclusion that nearly as much clean 
and legitimate insurance is being writ- 
ten as before the New York upheaval. 
I honestly believe there are more in- 
quiries from prospective buyers than 
ever. Of course the high-pressure rec- 
ord-breaking underwriting has received 
a setback, but there wasn’t much money 
in this class of business anyhow. The 
largest part of that business was written 
by men who are no longer under con- 
tract. The good man who is “sticking” 
is doing as well as ever and is going 
to get some of the clean business that 
the other fellow wrote. All in all, con- 
ditions are not so bad for the good 
man, and if all companies would pay 50 
percent on ordinary life and 20-payment 
I feel positive they would before long, 
if not now, be very much better than 
in the days of 60 percent to 80 percent 
commissions. 

“My own experience is that under 
present conditions people buy insurance 
differently. They buy because they want 
it, and they pay for it. And in my 
humble opinion a whole lot has been 
accomplished in bringing about . that 
happy state of affairs. 

“Prospects, I insist, were never so 
bright for the good man, the man of 
industry, integrity and business ability, 
who will sell his goods right.” 

A general agent of one of the larger 





companies, who has always been a suc- 
cessful writer, states that his business 
this year is ahead of last year’s record. 
His opinion is that, with a few modifi- 
cations, the present scale is not much 
out of the way. He believes that the 
high commissions paid in the business 
have had a bad effect, and while he is 
not receiving as much as he did before, 
he is willing to make the sacrifice be- 
cause he thinks his company will be 
able to pay larger dividends and hence 
policies will be easier to sell. He stated 
that he thinks renewals should extend 
a few years more and that general 
agents should be paid 5 percent for col- 
lections, or at least the collection fee 
should be higher than allowed under the 
Armstrong laws. 


General agents for the most part un- 
der the Armstrong law restrictions are 
forced to do more personal work. 
Owing to this they are getting out 
among their policyholders, renewing ac- 
quaintances, solidifying their clients, tell- 
ing them more about the company and 
forming new acquaintances. One gen- 
eral agent remarked the other day that 
he had been able to increase the line 
of a number of his policyholders this 
year because he had been able to see 
them personally and talk business. This 
general agent has found much satisfac- 
tion in doing more personal work and 
studying conditions. He thus knows 
exactly what his men are confronting. 
He states that there is much less re- 
bating than formerly, and he _ believes 
that the public is leaning more heavily 
toward the companies that sell insur- 
ance on its merits. 


+ % 


What is wanted now is an honest, 
earnest effort to see what can be ac- 
complished under the New York law’s 
restrictions. Agents owe it to themselves 
to put forth this effort. The law having 
been forced upon them, they should be 
sufficiently broadminded to be _ willing 
for a fair trial, especially as the in- 
creased business of many agents has 
already proved that the law is not 
actually destructive of their income. If 
they will work under the law as if they 
liked it and wanted it to remain in 
force and then shall find out that their 
efforts are not bringing a fair reward, 
they will be in a position to make a 
strong appeal to the New York execu- 
tive and legislature for amendments. 
If, on the other hand, they lie back, 
complain and, without fairly trying, con- 
clude that agents cannot make a fair 
income under section 97, they will not 
be in position to make such an appeal. 


One of the Chicago general agents, as 
a matter of courtesy to his associates 
in the business, makes it a practice of 
sending round a list of names of agents 
with whom he has had unfavorable ex- 
perience. He words his communication 
in a very guarded way, but any general 
agent can appreciate the point at which 
he is aiming and guard his office, if he 
desires to, against these rounders. It 
is a well-known fact that in every large 
city there are agents who have become 
notorious for getting advances and never 
paying what they owe the general agents. 
Some of these fellows are in debt to 
two-thirds of the general agents in their 
home city. Although efforts have been 
made from time to time in Chicago to 
get a working agreement among the 
general agents whereby these dead-beats 





can be known at offices, the results have 
been futile. It seems nothing less than 
good policy for general agents to have 
some central clearing-house whereby they 
can get a line on unsatisfactory agents. 
These men are simply pirates and prey 
on offices which are not acquainted with 
them. 


Nor is the fact that they have “done” 
the general agents the whole indictment 
against them. As Commissioner Ritten- 
house said at Toronto, one who will 
deceive or rob his company or general 
agent will deceive or rob the public. It 
is partly because companies and general 
agents, in their desire for business, have 
given agency contracts to men of noto- 
riously bad reputations that the public, 
having been deceived by these men, be- 
came so antagonistic to life insurance. 
What legitimate agents most want now 
is a return of public confidence. Gen- 
eral agents and companies can do most 
to bring about this return by sending out 
only clean men who will do business on 
the square and cutting off the rounders 
from even placing brokerage with their 
offices. Every general agent will get 
fooled on a man sometimes, and he is 
not to be blamed, provided he has taken 
reasonable care to see that he was all 
right. But when a general agent does 
business with a man whom he has been 
warned is crooked he is open to censure, 
for his conduct is injuring the reputa- 
tion not only of his own company but 
of life insurance generally. 

+ & 


Some general agents have found it 
profitable to arrange with general agents 
or subagents of other companies on a 
reciprocal basis for surplus lines. For 
instance, one company’s mortality ex- 
perience on some of the hazardous oc- 
cupations may cause it to write such 
risks on certain plans, or it may take 
overweight risks. If such be the case, 
a general agent can arrange with other 
agents to throw such business to him, 
while he will place excess lines or some 
special class with them. One general 
agent says he has gotten $500,000 a year 
from other offices os se way. 


Agents of some of the companies that 
have gone on a nonparticipating basis 
exclusively complain of the tendency of 
such companies to restrict their accept- 
ances. For instance, one company which 
formerly insured railroad men, miners 
and marine men under certain conditions 
will not take them at all now. The 
agents claim that these companies are 
considerably more conservative in their 
medical examinations. One company 
which formerly took women at the same 
rates as men is now charging $5 more 
per thousand for women. 





We have observed that agents who 
collect premiums at the time the appli- 
cations are written average in paid-for 
business during a given period from 50 
to 100 percent more than the amount 
placed by those who do a C.O.D. busi- 
ness. The reason is easily apparent. It 
is simply because they have from 50 to 
100 percent more time for looking up 
prospects, and time is the insurance 
man’s capital—R. W. Stevens. 





When I am getting ready for an argu- 
ment with a man I spend one-third of my 
time thinking about myself and what I 
am going to say, and two-thirds thinking 
about him and what he is going to say.— 
Abraham Lincoln, 
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LIFE SUPPLEMENT TO THE WESTERN UNDERWRITER. 











SOME VALUABLE SUGGESTIONS 
ON BENEFICIARY CLAUSE 


(By F. A. Howland, Counsel, National Life 
of Vermont) 

The beneficiary clause in a life insur- 
ance policy designates the person or 
persons to whom the avails of the con- 
tract are payable. It should be drawn 
with great care, so as to express the 
precise wish of the insured and to cover 
all future contingencies. It is even more 
important in one way to make no mis- 
take in drafting the beneficiary clause 
in a life policy than in designating the 
legatee in a will. The will is always 
subject to change, but the beneficiary 
clause in a life policy (unless the right 
to change is reserved) cannot be changed 
without the consent of the person or 
persons to whom the policy is payable. 
Even a divorced wife does not by the 
decree of separation lose her claim to 
a policy taken out in her behalf by the 
husband; and upon the death of a 
beneficiary his or her interest (in the 
absence of special provision or local 
statute to the contrary) passes under 
the will or by administration of the es- 
tate the same as money in the bank or 
other personal property. If the benefi- 
ciary be a minor, as is often the case 
when policies are payable to children, 
or be a. person who has become insane, 
any change in the policy is in most 
cases out of the question, for the con- 
sent of the guardian in such event must 
always be procured, and such consent 
will not be authorized by the court un- 
less under exceptional conditions accru- 
ing to the none of the ward. 





The importance of a carefully framed 
beneficiary clause was not appreciated 
during the early years of the life in- 
surance business. Practical results had 
not then proved that more difficulty in 
the settlement of policy claims arises 
from defective and indefinite beneficiary 
clauses than from all other causes, nor 
does it appear to have been understood, 
even by the companies, that the person 
designated in the policy as the one to 
receive the insurance thereby acquired 
a vested interest in the contract of 
which he could not be deprived without 
his consent and which at his death be- 
comes a part of his estate. Some of 
the favorite clauses in the early days 
were: 

“For the benefit of his wife.” 

“For the benefit of his heirs.” 

“For the benefit of his wife or heirs.” 

And old forms more curious and even 
better illustrative of the laxity of the 
practice, are: 

“For the benefit of his family and 
creditors.” 

“For the benefit of all concerned.” 

“For the benefit of himself and of 
those who may become his creditors 
since March, 1851.” 

None of these clauses was accompanied 
by a provision reserving to the insured 
the right to change the beneficiary or 
providing for a new beneficiary in case 
of the death of the one named, but the 
company shifted the burden of settlement 
under these often vague and uncertain 
designations by providing in the contract 
that payment should be made to the ex- 
ecutor, administrator, or assigns of the 
insured, whose business it then became 
to distribute the proceeds to those en- 
titled thereto. 


* 

The requirement that the policy should 
be paid to the assured, his executors, 
administrators, or assigns, without re- 
gard for whose benefit it ran, was aban- 
doned at an early day, and finally the 
important change was made of specific- 
ally providing in each policy who should 
receive the insurance in case the benefi- 
iciary died before the insured. In mod- 
ern practice the beneficiary clause usu- 
ally meets the three following condi- 
tions: 

(a) The beneficiaries are described in 
unmistakable terms, the use of such in- 





” 6, 


definite words as “heirs,” “family,” “per- 
sonal representatives,” and the like being 
carefuly avoided. 

(b) Full provision is made for the 
transmission of the insurance in case 
of the death of one or more or all of 
the beneficiaries. 

(c) The right is reserved to the in- 
sured to change the beneficiary without 
such beneficiary’s ae. 


An illustration of the troubles that 
lurk in a seemingly safe and clean 
beneficiary clause may be had by an- 
alyzing the following frequently used 
form, which has at various times been 
before the courts for interpretation: 

“Payable to my wife, Rica, if living, 
and if not living to my children.” In 
this particular case the wife had three 
children, one of whom, Bessie, died be- 
fore the mother, then the mother died, 
then another child, Solomon, died, and 
finally the husband whose life was in- 
sured died, leaving one daughter, Carrie, 
surviving. The New York court of ap- 
peals was called upon to decide the fol- 
lowing questions: 

(a) Did Bessie, the first child who 
died, have such an interest in the policy 
as survived her decease, and upon the 
mother’s death vested in her personal 
representatives, or did all the interest in 
the policy, on the death of the wife 
Rica vest at once in the two children 
surviving her? 

(b) Assuming that all interests set- 
tled in the two surviving children upon 
their mother’s death, was Solomon’s in- 
terest lost by his death before the de- 
cease of his father, so that Carrie, who 
survived all, had the sole claim to the 
insurance money? 

The court decided, first, that neither 
the estate nor children of Bessie, who 
died before the mother, had any interest 
in the policy; second, that the avails 
of the policy should be equally divided 
between Carrie, who survived all, and 
the estate of Solomon, who died after 
the mother and before the father. 

Upon the question of whether the 
estate of Bessie, who predeceased both 
the father and mother, should receive 
any of the insurance the courts were in 
grave doubt, and the same question has, 
in Tennessee, been decided precisely the 
contrary. Still other questions under 
different conditions might have arisen 
under this beneficiary clause, as, for 
example: 

(a) If all the children had died before 
the mother and then the mother had 
died before the father, who would be 
entitled to the insurance on the death 
of the father? 

(b) What interest, if any, would chil- 
dren born after the policy was issued 
have in the insurance? 

(c) If the father had had children by 
a subsequent wife and at his death left 
children by each marriage, what interest, 
if any, would the children of the second 
marriage have in the policy? 

The following clause would not have 
been open to controversy: 

“Payable to my wife, Rica, if living, 
otherwise in equal shares to all of our 
children who survive me, and in case 
none survive me, to my executors, ad- 
ministrators, or assigns.” 

Had the insured desired the estates 
or children of deceased children to 
share, that could have been expressed 
with equal clearness. 


“ 

The clause reserving the right to the 
insured to change the beneficiary is of 
modern adoption, and is, perhaps, no 
more due to the insured’s desire to re- 
tain the privilege of designating a new 
beneficiary than to his unwillingness to 
encumber the borrowing privilege con- 
tained in the policy. If no right to 
change the beneficiary is reserved, the 
insured cannot secure the cash surrender 
value or assign the policy as security 
for a loan except with the consent of 
the beneficiaries, and, if these benefi- 
ciaries happen to be minors or insane, 
the securing of such consent is imprac- 





ticable. It is plain the insured can read- 
ily overcome these obstacles if the policy 
permits him to change the beneficiary 
clause so that he can. make it payable 
to himself. For these reasons nearly 
all the policies now written contain this 
clause. There is, however, one objection 
to its use which may be worth consid- 
eration by the applicant for insurance. 
One of the main virtues of life insurance 
has been the uniformity with which the 
law has protected insurance policies and 
the avails thereof, payable to wives, chil- 
dren and dependents, from the claims 
of the creditors of the insured. How- 
ever serious financial disaster has over- 
taken the head of the family, his life 
insurance has always been considered 
the sheet anchor that would enable the 
wife and children weather the storm. 


There is question whether this benefi- 
cent protection is not jeopardized by the 
reservation to the insured of the right 
to change the beneficiary. In bankruptcy 
proceedings, for example, the trustee 
succeeds to the title of the bankrupt 
over all property which the bankrupt 
himself could by any means have trans- 
ferred and all powers which he might 
have exercised for his own benefit. It 
is claimed, on the one hand, that bank- 
ruptcy gives the trustee the same right 
to change the beneficiary as was pos- 
sessed by the bankrupt; while it is in- 
sisted with much earnestness in some 
quarters that the beneficiary has an in- 
defeasible right to have the option of 
change exercised by the insured alone, 
whose judgment would presumably pro- 
tect her interests, and not by the trustee, 
a stranger, whose interest would ob- 
viously conflict with hers. With the 
many bankruptcy cases constantly aris- 
ing, this question should be definitely 
settled before long, but, until it is finally 
determined, the safe course for persons 
who take out insurance from an espe- 
cial desire to protect their families in 
all emergencies is to omit from the con- 
tract the change of beneficiary clause. 


Oo 

It is for the interest of all concerned, 
the insured, the beneficiaries, the agent, 
and the company, that beneficiary clauses 
should be so clear as to prevent con- 
troversy, and so explicit as to cover 
every contingency, and the practice of 
the National accomplishes this result. 

To this end: (a) The insured’s at- 
tention should be specially called by the 
agent to the importance of precisely and 
fully stating in his application the exact 
disposition he desires to have made of 
the insurance fund under all contingen- 
cies. 

(b) The agent should see that the in- 
sured’s interest is aptly expressed in 
the application, and avoid the use of 
all such indefinite terms as “heirs,” 
“family,” and the like. 

(c) The company on its part should, 
before inserting the proposed beneficiary 
clause in the policy, see that it contains 
no ambiguous or doubtful provisions or 
unprovided for contingencies. 

(d) The insured on receiving his pol- 
icy should examine it to make sure that 
his will is correctly expressed in the 
contract. 





VALUE OF LIFE INSURANCE 


The argument for life insurance rests 
upon two axioms: One, the axiom that 
dangers should be anticipated and so 
either prevented or neutralized; the 
other, the axiom that life and fortune 
are uncertain. The conclusion is as 
irrefutable as either premise. Concede 
that the evil which threatens is vast; 
concede that a successful remedy or pal- 
liative exists, and a plain obligation ap- 
pears. To a people it becomes the 
essential element of a sound political 
economy. To an individual it is a dic- 
tate of the highest ethics. 

“The law of civilization is a law of 
precautions.” Quarantines prevent epi- 
demics; ambassadors avert wars; fire 
insurance replaces loss from conflagra- 
tion. Now, of all material dangers the 





worst is death. While other calamities 
are contingent, death alone is certain, 
universal. Not only must it come, but 
it is the more dreadful because the time 
of its coming is unknown and _incal- 
culable. Whatever, then, tends to mod- 
ify its sure results is of supreme im- 
portance to the world. When a man 
dies, a useful machine is broken; a 
certain amount of wealth-producing 
power is destroyed; a momentum of 
years is wasted. Some person or family 
or community is deprived of the quota 
of brain or muscle he formerly con- 
tributed. How may the damage be re- 
paired? How may the potential energy 
be saved? Until the device of life in- 
surance no reparation was possible; the 
loss was absolute. But death’s power has 
now been enfeebled. The man’s value 
as an income-earner is at once replaced. 
As medicine prolongs life, so insurance 
prolongs life’s usefulness; and the world, 
viewed in its economic aspect, is as 
deeply indebted to the one as to the 
other—Geo. W. Johnston. 
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TALKS WITH LIFE AGENTS 
ON PRACTICAL SOLICITING 


When in after years an assured says 
his dividends are just about what the 
agent predicted they would be or are 
larger than he calculated, that agent has 
a valuable friend, because the latter 
knows he can depend on the word of 
the agent. 

In soliciting, there is always the temp- 
tation to exaggerate in order to get the 
business. The prospect relies on the as- 
sertions of the agent and later he finds 
they were false. The assured knows the 
agent lied. He was not treated as he 
deserved to be. When the assured in 
the final accounting feels that the agent 
sold him what he believed he was buy- 
ing, that assured will not hesitate to tell 
his friends. The agent has showed him 
what was really in the policy. He may 
have given an estimate on dividends. If 
so, he has kept within the limit. There 
will be no bitter feeling over the out- 
come. The best asset an agent has in 
many ways is his truthfulness. He may 
not be able to tell amusing stories. He 
may not scintillate in conversation, but 
he tells the prospect in simple terms 
truthfully what he is buying. 


% 

George Loesch, agency director of the 
Yorkville branch of the New York Life, 
New York City, gives the following ex- 
perience of his in soliciting: 

“T solicited a man, aged 28, for a 
20-year-endowment for $10,000. He was 
unmarried. The only person dependent 
on him was his mother. His argument 
against taking the policy ran about as 
follows 

“©, well, insurance is all right and I 
suppose it would be a nice thing for me 
to protect my mother against my pre- 
mature death, but the chances are only 
one out of ten that I will die before her, 
and as long as I can get 5 percent on a 
bond or mortgage I don’t see why I 
should put over $500 a year in the New 
York Life. As long as I can’t make 
both investments I guess I’ll stick to my 
first plan of a bond or mortgage. I have 
talked it over with my mother and she 
is willing to take chances rather than 
have me sacrifice the opportunity I now 
have of putting a couple of thousand 
dollars about every three years into a 
good bond or mortgage investment at 5 
percent.’ 

“Here, then, was a young man who 
thought life insurance was a good thing 
but that the yearly outlay was unwar- 
ranted in proportion to the risk of his 
premature death and the excellent rate of 
interest he could obtain on an outside in- 
vestment. 

“My argument was as follows: 

“You admit the value of life insur- 
ance. Would you be willing to spend 
$150 a year on die-to-win insurance? 
That is to say, would you be willing to 
pay $150 a year—$15 per $1,000—for 
twenty years with no hope of getting it 
back yourself, but in order to protect 
your mother to the extent of $10,000 
during those twenty years if she lives? 
You say $150 is a small sum and you 
might be willing to pay it in order to 
be sure that your mother is properly 
provided for. Very well. On that basis, 
let us see what a 20-year endowment 
would earn for you. The premium is 
$509; take from it the $150 you are will- 
ing to pay outright for insurance without 
hope of getting any of it back; this leaves 
$359 which you pay every year as a sort 
of investment for yourself. The $359 
per annum, which may be considered in 
the light of a deposit for your own ac- 
count, for twenty years makes a total of 
$7,180, and the company guarantees to 
return to you at the end of twenty years, 
if you are then alive, $10,000. 

“But this is not all! Every year, after 
the first, you will share, as a member of 
the company, in the profits of the com- 
pany and will receive a cash dividend, 
which will either reduce the premium you 
have to pay, or which may be left with 
the company to accumulate and be paid 


tate. 


with the $10,000 at end of the endowment 
period—or at death if you should not 
live the time out. You are not making 
this contract with a new, untried or ex- 
perimental company, but with one that 
has lived sixty-two years and is backed 
by more than $474,000,000 in assets. Do 
you know of any such outside investment 
return that is actually guaranteed ?’ 

“During the course of my talk I illus- 
trated my argument with pencil and pa- 
per—I consider that the best way to 
concentrate a prospect’s whole attention— 
and after gazing at the figures for about 
ten seconds the man said, ‘There is no 
getting away from those figures,’ and 
he hardly had time to take his next 
breath before he had my fountain pen 
in his hand and was signing his name to 
the application.” 


’ 

An agent appreciates the fact that in 
many cases a man fears to leave a large 
sum of life insurance, not knowing 
whether his beneficiary will be able to in- 
vest it to advantage. Suppose a man is 
earning from $5,000 to $10,000 a year. 
He carries perhaps $10,000 life insur- 
ance. His wife knows nothing of busi- 
ness affairs or investments. To get $10,- 
000 in one sum seems quite a windfall 
and yet, how long will it last? 

While some men cannot be interested 
in life insurance, get a man to fix a sum 
that would keep his family for twenty 
years after his death. That is, what 
would, in his opinion, be a fair income 
each year that he would be satisfied for 
them to receive. Perhaps he will say 
that $2,000 would be about right, or 
$1,000 or $1,500. Whatever the amount 
is, begin working on the premium for a 
twenty-year instalment policy that will 
yield that much annually. Name the face 
of the policy and the prospect will hesi- 
It looks too big. But when he 
figures on the annual income his family 
will receive, he begins to see the prac- 
tical working. Call it a “family income 
investment” if you like. Lay stress on 
the fact that this annual income is as- 
sured. It is safe. No one can get it 
but the family. He can rest satisfied 
that his family will be provided for. It 
will be a comfort to him. 

When an agent can get a man to cal- 
culate just what his family can live on 
in moderate style after he is gone, and 
the man gives the question serious 
thought, the lead is a good one. Most 
men look on $20,000 or $10,000 in a lump 
sum as a fine thing to leave, but they do 
not consider the dangers’ surrounding a 
large sum left with a woman. 





Ridicule is the first and last argument 
of fools. 
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ANSWERING STOCK ARGUMENTS 
AGAINST TAKING INSURANCE 


Vice-President Perkins of the New 
York Life, himself a trained producer, 
discusses two stock arguments against 
life insurance. Every life man has met 
them. 

The first is, “I don’t want any insur- 
ance company to use my money.” Mr. 
Perkins says as to this: 

“How do you answer? Unhesitatingly 
and in a determined manner why not 
reply: ‘I don’t mean to question your 
good judgment, Mr. Jones, but you can't 
insure your own life, can you? You 
cannot guarantee to yourself that you 
will be alive in one week or one year. 
You are a practical man. Certainly you 
haven’t given modern life insurance un- 
biased consideration or you wouldn't 
say that an insurance company cannot 
use your money to your advantage. If 
you ‘thought you wouldn’t be alive six 
months hence, would you object to life 
insurance? If you were insured and 
died, your wife wouldn’t refuse the in- 
surance money, would she? In other 
words, you have no scruples about in- 
surance money; therefore aren’t you 
hasty and unjustified in saying: ‘T 
don’t want any insurance company to 
use my money?’ You keep a bank ac- 
count and the bank uses your money, 
doesn’t it? You don’t object to that. 
You certainly won’t be blind to a propo- 
sition that will absolutely make you 
money if you die, and that will also ab- 
solutely make you money if you live. 
You may be busy just now, worried, un- 
able to focus your thoughts today on 
this subject, so important to you and 
your family, but I ask you candidly, 
can insurance be bad for you or yours, 
can it be otherwise than good; yes, can 
it be otherwise than a necessity ? Won't 
you give me ten minutes’ time tomor- 
row morning at 8:30? I won't bore 
you. Intuitively I feel that you will 
thank me to convince you, as five mil- 
lion people have already been con- 
vinced. Ten minutes of your time will 
show to your good judgment that the 
company can use your money, can help 
you save your money, to your advan- 
tage.’”’ 

Then take the statement, “I don’t 
need any more insurance.” Mr. Per- 
kins says as to this assertion: 

“Hold on a minute before making the 
above statement. Aren’t you hasty in 
thus asserting unless you already have 
enough insurance to provide for your 
family during their lifetime? If death 
claimed you tomorrow, how would 
your wife be fixed? Don’t be _half- 
hearted. Your neglect of duty by car- 
rying insufficient insurance may cause 
your family to live for years on a mere 
pittance. What do you think of the 
man who makes his family run the risk 
instead of himself? How about your 





‘love and protection’ for your wife? 
Would Dr. Nansen have gone on his 
three years’ Arctic exploration trip, 


leaving his wife with but six months’ 
or a year’s supply of money, or without 
making arrangements to send her re- 


lief? Would you go away for a week's 
trip and not leave a cent in the house 
or credit at the store? You may start 


tomorrow and_ never 
then, runs the risk? With you, ‘death 
ends all,’ so far as this world is con- 
cerned. Your wife, children, mother, 
father or relatives then for the first 
time realize their great peril. Perhaps 
you can leave them $1,000, $3,000 or 
$5,000. How long will that last? The 
wife begins a battle for life. Yes, per- 
haps a battle for bread. Very, very 
few men look ahead and do as _ they 
should do, i. e., provide sufficient funds 
for the family to last during the fam- 
ily’s lifetime. The question for you to 
decide is, ‘What is sufficient provision 
for my family?’ If you leave your 
family, say, $3,000, do you want them 
to begin using up that principal, or do 
you want them to invest it in 5 percent 
bonds, the annual interest therefrom 
being only $12.50 per month. That 
wouldn’t go far! Certainly the amount 
left to your family should be far greater 


return. Who, 








than $3,000. Don’t be a man _ whose 
conscience may, later on, when your 
health has failed, charge you with be- 
ing thoughtless or heartless.” 


BUNCO STEERER’S TACTICS 
THAT HURT LIFE INSURANCE 


The spectacular solicitor has his in- 
nings once in a while, but he detracts 
largely from the dignity that should 
accompany the life insurance business. 
There are strange tales told of how the 
wizard agent gets in to see big men. 
Yet these same big men, even though 
they take out insurance, feel that the 
life business lacks tone because of such 
methods. 

The other day a dapper agent blew 
into a business concern, stopped at the 
door of the manager’s office and taking 
out his watch said: 

“Well, I’m just two minutes ahead 
of time, but it is better so. You see, 
I try to be prompt in my appoint- 
ments.” 

“What appointment?” was the reply. 

“Why, of course, you recall the ap- 
pointment you made with me last week 
to meet you at 11 o'clock today,” the 
agent said. 

“Now, you know I never saw you 
before and never made an appointment 
with you,” came the response: 

“But here is the memorandum in my 
appointment book,” said the agent, tak- 
ing out a vest pocket book. 

“T would not have any confidence in 
any agent of his company that will en- 
deavor to get at a man in this false 
way. You belittle your calling. Good 
bye.” 

This same man was approached’ by 
another fancy-vested solicitor. This 
time the business man was told that 
he had been selected to form a group 
of 100 of the representative business 
men of his city to whom the 
Life was presenting a special proposi- 
tion. There were two men chosen from 
each of the fifty activities. Then came 
the plan. 

Here was the gist of the business 
man’s reply: 

“We have salesmen in our business, 
and in fact I go out myself on impor- 
tant cases. I value the straight, honest 
canvass, but you are in a bunco game. 
You expect to flatter me into taking a 
policy, but it don’t go. If you had ap- 
proached me in the right way, endeavor- 
ing to sell me a clear, honest contract I 
should have accorded you all considera- 
tion, but this ‘one hundred prominent 
men’ game don’t appeal to me at all.” 














TURNING OBSTACLES TO AIDS 


Here is a good example of how an 
agent who was smart enough made ad- 
verse circumstances result to his bene- 
fit, One week he sent in seventeen ap- 
plications for small policies, mostly ones 
and twos. The examiner, who was a 
good old country doctor with no knowl- 
edge of urinalysis, reported all the ap- 
plicants as having normal urine. This 
was too much for the home office to 
believe, so it sent an examiner from 
the nearest large city and the agent 
had to lave all the applicants reexam- 
ined. This doctor made a slightly dif- 
ferent report, but the home office was 
still doubtful and sent out a man from 
there. To call upon men to take three 
examinations would stagger most agents, 
but this one went with the doctor and 
to each applicant he made a talk like 
this: “I have placed you in the best 
company in the country. It is so care- 
ful about accepting risks that it has 
sent a man clear out from the east to 
look over my applicants and satisfy 
itself. You can readily see that such 
a careful company will be on hand with 
the cash when there is a claim under 
your policy.” The home office doctor 
passed them all. The fame of that com- 
pany’s careful methods spread around 
the village and several men came to 
the agent and voluntarily applied for in- 
surance. 
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FINE EXAMPLE OF RESULT OF 
HARD, PERSISTENT WORK 





Seldom is a better example found 
of the value of representing one com- 
pany year after year than that fur- 
nished by C. Deibel & Son, agents of 
the New York Life at Youngstown, 
Ohio. For over twenty years the elder 
Mr. Deibel has represented the com- 
pany in his vicinity. He and his son 
have become identified with it and are 
known all around Youngstown as the 
New York Life agents. It will be 
noted that their policies have not as 
a rule been large; they have averaged 
only about $2,200 each, and a very few 
large ones have run the average up to 
that figure. They have been diligent, 
and the results as shown in the follow- 
ing article from a recent Bulletin speak 
for themselves: 

“The New York Life has been most 
ably represented in Youngstown, Ohio, 
and vicinity for years by the firm of 
C. Deibel & Son, consisting of Christo- 
pher Deibel, father, and E. J. Deibel, 
son. Their names are familiar to New 
York Life field men. Here is the his- 
tory of this remarkable family: Christo- 
pher Deibel is the father of five sons, 
of whom E. J. Deibel is his father’s 
partner in the insurance firm. Mr. 
Deibel, Sr., is 75 years old and in his 
twenty-first year as agent for this com- 
pany. In all these years he has de- 
voted his time exclusively to field can- 
vassing for the New York Life in his 
vicinity. Mr. E. J. Deibel’s experience 
extends over twelve years, and between 
them father and son have accomplished 
a record of new paid business year by 
year and of insurance in their own fam- 
ily of twenty-six relatives that we be- 
lieve is unequaled anvwhere in the in- 
surance world. From April, 1887, to 
April, 1895, the business was exclusively 
secured by the elder Mr. Deibel and 
amounted to $1,171,250 (the statistics 
for that period are somewhat incom- 
plete), or an average paid business of 
about $146,000 a year for those eight 
years. With the joint work by the 
firm of C. Deibel & Son during the sub- 
sequent eleven years, as shown in the 
following table, we have the magnificent 
total of $4,350,600 paid insurance since 
Mr. Deibel joined the company a little 
over twenty years ago: 


Number of Amount of 
Paid ai 
Year. Applications. 





surance 125 people per year, or an aver- 
age of over ten per month, and that 
their average yearly paid business for 
the whole period is about $275,000. .. 
Deibel, Sr., although over 75, 1s hale 
and hearty, still as always a lover of 
hard work, and the son has inherited 
to the fullest extent his father’s splendid 
qualities of heart, mind and body. The 
Deibel business is in every respect high- 
class. It is well sold, well paid for 
and its lapse ratio is very low. It stays 
on the books, pays the Deibels and 
pays the New York Life. Their busi- 
ness comes from the city of Youngs- 
town and the adjacent counties. 


“Although the business has been 
equally divided, Mr. Deibel, Sr., has 
ielded club honors to his son, who has 


en a member of either the $100,000 or 
$200,000 Club every year since 1899, and 
was president of the $100,000 Club in 
the Great Middle department in 1906. 
Christopher Deibel is a Drawing Nylic 
of the Third Degree.” 





“Tt is an error to think that you are 
warming the world when you are roast- 
ing others.” 





LIFE INSURANCE ALONE CAN 
ACCOMPLISH CERTAIN ENDS 


An agent said the other day that one 
of the most difficult arguments he had 
to meet was that advanced so often, 
“I can get better results out of my 
money than by paying for life insur- 
ance.” 


He may be able to do what he claims, 
but the omnipresent “if’ always stands 
before him. If he has good health, if 
he does not die, if his investments are 
good, if luck is his companion, if pros- 
perity attends him, if he has no great 
demands on him—the “if” cannot be 
eliminated. The life insurance company 
reduces the potency of this “if.” By 
combining the experiences of so many 
men, the “ifs” are averaged. The man 
who lives pools his chance with him 
who dies. The prosperous man pays his 
premium with the poorer man. Chance 
is almost a lost factor in life insurance. 

How many men make _ investments 
only to see their enterprise fail or yield 
but meager returns. What a man in- 
vests in life insurance is safe. It is not 
a speculative investment, not a scheme 
for getting rich. What a policyholder 
pays in he saves. He is sure some day 
that the returns will come. 

When a man asserts he can make 
more out of his money than a life com- 
pany can for him, it is a splendid argu- 
ment to use in rebuttal to say that you 
are not competing in the investment 
market. Your proposition is not one 
where the element of chance of success 
or failure enters. Ask him to name 
any other system that he can employ 
that will cost the same as life insurance, 
be as safe, have about it the safeguards, 
yield the same returns and protect his 
family as well. 

Will he cite the savings bank? But 
what is in the savings bank that com- 
pels him to set aside an annual deposit? 
Will the savings bank agree to return 
a much larger sum than the deposit in 
case of death? 

No other plan can be pointed out that 

will take the place of life insurance. 
It is the only system whereby a man of 
moderate income can get protection for 
his family. It is the only human insti- 
tution that wards off the disaster of 
death to the home. 
_ Men of small means cannot hope to 
invest their money to any great advan- 
tage. It is too small to compete with 
the millions of great magnates. So in 
the life company the man with a small 
premium can combine with thousands 
of others and thus have his deposits 
handled securely and to his best ad- 
vantage. 








NOT MUCH COMPETITION 


A life insurance man the other day 

in speaking of the cases that are closed 
in competition said that but a small part 
of the business written was secured in 
competition. If such were the case he 
felt that a large number of companies 
would get but very little business, as 
they would be compelled to measure up 
with other companies. He declares that 
most men insure with the agent and 
care but little or nothing about the com- 
pany. An agent gets in touch with the 
prospect and works him up. He is 
probably the only man who is laboring 
with this prospect. The prospect listens 
to the agent because he knows him or 
because someone has given the agent his 
name, and the prospect has confidence 
in the person who has put the agent in 
touch with him. 
There are but few men not engaged in 
life insurance who would be able to 
reach correct conclusions regarding the 
best companies in which they could in- 
sure. If the public was able to measure 
up the companies, there would be little 
insurance written in the lower grade 
companies. Many companies of weak 
financial standing have been able to 
write a respectable business, because the 
prospects were attracted to it by the 
agents who solicited them. 





Old Colony Life Insurance Company 
Old Colony Building, Chicago 








WE WANT MANAGERS AND AGENTS 


Throughout the states of Illinois, Indiana, Ohio, Pennsylvania, Maryland, Virginia, 


W. Virginia, Kentucky, Tennessee, Missouri, Kansas, lowa, Minnesota, Wisconsin 
and Texas. 


WE ARE NOW READY to make the most liberal renewal contracts ever devised. 
THIS COMPANY sells only non-participating insurance, and has the most attractive 
forms of policies ever put on the market. GOOD MEN who can produce business 
can get an UNUSUAL CONTRACT. Address 


H. G. AUSTIN, Secretary and General Manager 
Old Colony Building, CHICAGO 


LINCOLN NATIONAL LIFE POLICIES are 


Issued on up-to-date plans. 





New and exclusive features make our 
Contracts of insurance unusually attractive. 
Only real PREMIUM REDUCING policy. 
Local and general agents WRITE. 

Now is the time for YOU to ACT. 


Che Lincoln National Life Insurance Company 


Of FORT WAYNE, INDIANA 


FOR AN AGENCY IN INDIANA, MICHIGAN OR OHIO, ADDRESS 
THEO. F. EUHLAND, SUPT. OF AGENTS. 


A Good Man Wants a Posi- 
tion With a Good Company 


A Company that can meet the requirements of the various Insur- 
ance Departments, prospective insurants and policyholders alike, and 
at the same time so arrange a schedule of commissions that a position 
in the field will be profitable; one whose general agents are all making 
money. Such is the 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


For General Agency Contracts, address 


ROY M. MARSH, Superintendent of Agencies 
THE ROOKERY, CHICAGO, ILL. 














The Penn | cme 
Mutual Life | scsi 
OF PHILADELPHIA CITIZENS OF 
Perfect Protection at Proper Rates iia 
FOR 59 YEARS 














lf you want to connect with a company whose 

management is alive, whose policies are up- 
to-date, whose agents are appreciated, whose 
policies are sellers, with everything and every- 
body right, address 


UNITED STATES ANNUITY & LIFE INSURANCE CO. 
Heyworth Building, - - CHICAGO 
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RESUME OF ARMSTRONG LAW 
PROVISIONS IS SET FORTH 


The New York Life recently issued 
in pamphlet form a resume of the Arm- 
strong laws, which is as follows: 

1. The agent who gives, and the per- 
son who accepts, a rebate is declared 
uilty of a misdemeanor. 
7 Political contributions forbid- 
den, , Lat 

3. Making false entries, or omitting 
to make material entries, in the books 
of corporations is forbidden. ‘ 

4. Persons retained by corporations to 
promote or oppose legislation must reg- 
ister as such, and a report of expenses 
so incurred must be filed with the sec- 
retary of state. 

5. Contradictory statements under oath 
constitute presumptive proof of perjury. 

6. The duties of the superintendent of 
insurance are more fully defined, the 
examination of life companies of the 
state is made obligatory once in three 
years, and expenses of the same are 
limited. me 

7. No transfer of securities held by 
the superintendent can be made unless 
countersigned by the state treasurer. 

8. Investments are carefully restricted 
and investments in stocks forbidden. 

9. A more detailed statement of in- 
come and disbursements is required. 

10. The policy is made the entire con- 
tract, and the person who solicits the 
insurance is declared to be the agent 
of the company and not of the applicant. 

11. Estimates of results and misrepre- 
sentations of the terms, benefits or ad- 
vantages of policies are forbidden. 

12, An annual accounting and dis- 
tribution of surplus are required. 

13. The amount of surplus which a 
company may hold is limited. 

14. A minimum surrender value (in 
paid-up insurance) is fixed for lapsed 
or forfeited policies. 

15. Forfeiture without 
forbidden. 

16. The amount of new business which 
a company may do is limited; the ex- 
penses of new business are limited; and 
the total expenses of companies are 
limited. 

17. All salaries of over $5,000 per year 
paid by a life company must be ap- 
proved by the directors; no agreements 
as to salary may be made for longer 
than one year; and pensions to officers 
or directors or to any member of their 
families after their death are forbidden. 

18. Expenditures of over $100 must 
be evidenced by vouchers, describing the 
consideration. 

19. Standard policy forms are pre- 
scribed, and variations therefrom and 
additional forms must not be _ incon- 
sistent therewith, and must have the 
approval of the superintendent of in- 
surance. 

20. A method is prescribed for the 
election of directors in mutual compa- 
nies, giving an opportunity for each 
policyholder to vote and to make his 
vote effective. 

21. Officers and directors of an in- 
surance company must not be pecuniarly 
interested in the purchase or sale of 
any property by the company nor in 
any loan made by it. 

Three of these requirements are made 
obligatory upon foreign companies doing 
business in New York—those referring 
to political contributions, the payment 
of annual dividends, and the limitations 
respecting expenses. 





are 


due notice is 





THE STINGER STUNG 


A certain cashier in a small town in 
Illinois thought it would be a good idea 
to take advantage of the antirebate law 
and get some life man in trouble, so 
he fixed up a scheme with a friend of 
his who happened to be the prosecuting 
attorney in the town. He then lay in 
wait for the next life insurance man 
who struck the place and when he came 
in the cashier immediately became very 
much interested in the subject of in- 





surance. After the agent had removed 
one or two trifling obstacles, the cash- 
ier agreed to take out a $5,000 policy, 
first telling the agent, however, that as 
his influence would be of some advan- 
tage in selling insurance, it would be 
a good idea for the agent to make the 
best price he could on his policy, to 
which the agent agreed. The policy 
was accepted by the company and the 
agent delivered it tothe cashier,who said 
he would pay him shortly. The agent 
waited for the money, when, to his 
surprise, he had a cali from the prose- 
cuting attorney, who politely informed 
him that he was aware that he had 
rebated on a certain policy, and unless 
he fixed things with the caller he would 
see to it that his company was sued 
under. the antirebate law. Of course, 
the agent saw that he was in the fire, 
so he got out as quietly as possible. 
This scheme was workel on _ several 
other agents with great success until 
one day a certain agent who had got 


wind of it dropped into town and 
called on the cashier with the inten- 
tion of getting square. He talked a 


twenty-year endowment policy, and the 
cashier agreed to take one for $5,000 
provided he could get a rebate for his 
alleged influence, which was agreed 
upon. The agent wrote out an appli- 
cation for a twenty-year term policy 
and received a check for the first pre- 
mium, allowing the cashier to suppose 
that the difference in price between the 
term policy and the endowment policy 
was his rebate. Shortly afterward the 
prosecuting attorney called with his 
little story of rebating, to which the 
agent listened and then explained the 
situation, showing him that he was play- 
ing a game that two could play at. 





LENGEVITY OF TOTAL ABSTAINERS 


Levi Hoag, superintendent of the total 
abstinence department of the Security 
Mutual Life, makes the following state- 
ment as to teetotalism and life insurance: 

“Statistics from various English, Scot- 
tish and Canadian life companies cover- 
ing long periods and a large amount of 
business exposed seems to make it clear 
that total abstainers live on an average 
ten years longer than those who use 
alcoholic beverage in moderation. A 
carefully prepared diagram by Sir Victor 
Horsley, dealing with 100,000 ordinary 
lives at age 30, shows that 44,000 reach 
the age of 70, whereas of 100,000 ab- 
stainers of thirty years old, 55,000 will 
live to the age of seventy. 

“The mortality experience of the 
United Kingdom Temperance and Gen- 


eral Provident Institution of London, 
for thirty-eight years, ending Dec., 
1903, gives the number of expected 


deaths in the general class as 12,600, 
representing $14,263,818, with an actual 
death rate of 12,050, representing $13,- 
511,417. This gives a saving for the pe- 
riod of $752,401. The expected number 
of deaths in the temperance section for 
the same period was 9,637, representing 
$11,328,699, with an actual experience of 
6,895, representing $7,483,190, a saving 
of $3,845,519. Those insured in the 
temperance section have received during 
the period proportionately larger dividend 
apportionments than those insured in the 
general section of the company. 

“The mortality experience of Security 
Mutual Life in the total abstinence de- 
partment thus far maintains at less than 
one-fifth of the amount called for by the 
tables. The amount of business being 
placed to the credit of the class in ratio 
to the total amount written by the com- 
pany thus far during 1907 largely ex- 
ceeds that of any Ban, year. It is 
becoming a leader with many of our 
wideawake representatives, who find that 
those who are eligible to this class of 
insurance are easily approached and their 
business is readily secured independent 
of competition.” 





Think what it means to keep your 
word, to meet every appointment, to ful- 
fill every promise. There is a mighty 
moral force back of the one whose word 
is as good as his bond.—The Federal. 





IMPORTANT CHANGE IN LIFE INSURANCE! 


HEREAFTER 


thy | te ee bey bt 
fg “Fxclusively. 

The NEW 
NON-PARTICIPATING 


POLICY 


Unparalleled in its attractive features. Lowest 
Premium Rates. Contract Clear and Defi- 
nite. Liberal Cash Loans. 

Amounts $1.000 to $100,000 


Send for Particulars of Ageney. 

THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 
Incorporated as a Stock Company by the State of 
New Jersey. 


JOHN F. DRYDEN, 
President 


GIBRALTAR 





Home Office: 
NEWARK, N.J. 


INDIANA NATIONAL 
LIFE INSURANCE CO. 


INDIANAPOLIS, INDIANA 





Our New Standard Policies Contain 
Guaranteed Annual Dividends 
Individual Policyholders’ Account 
Limited Expense and Surplus Account 
Surplus can be withdrawn any time 





Exceptional Inducements are offered 
Reliable and Energetic Men to Develep 
our Life and Annuity Centract. Company 
Officials will assist new men. 


ADDRESS THE COMPANY 





OUR 46 YEARS’ REPRESENTA- 
TION OF THE HOME LIFE IN- 
SURANCE CO. OF N.Y. 1S PROOF 
POSITIVE OF AN ALL-AROUND 
SQUARE DEAL AND THE BEST 
GUARANTEE OF PERMANENT 
CONTRACTS TO OUR AGENTS. 


W. A. R. BRUEHL & CO. 


General Managers, CINCINNATI 
Fourth National Bank Bullding 


Massachusetts Mutual 


Life Insurance Company 
SPRINGFIELD, MASS. 
Incorporated 1851 
General Agency Oppertunities 
for a few Al Personal Writers. 
New policies, splendid annual divi- 

dend record, low expense ratio. 


Isaac B. Snow, Superintendent of Agencies 
316 Merchants Loan and Trust, Chieago 
Chicago Agency, L. Brackett Bishop, Manager 
316 Merchants Loan and Trust ’ 
Columbus Agency, 1003 Outloek Building 





THE CAPITOL LIFE 


Insurance Company 
of Colorado 


Home Office: Denver, Colorado 
Thos. F. Daly, President 
Capital and Surplus, $312,000.00 


Get, 6s tueet “Ste tl te 
attractive policy issued today.” 


REPRESENT A WESTERN COMPANY 


The Reserve Loan Life 
lneuragce Co. 
Operates under the 


Compulsory Debosit Law 


OF INDIANA 








Reliable Agents wanted. Address 


Cae 





PHILADELPHIA LIFE 


Insurance Company 


ANDREW J. MALONBY, President 
North American Building, - Philadelphia 


POLICIES CONTAIN: 
Limited Bxpense Account 
Individual Policyholders’ Account 
Policies Automatically Non-Forfeitable 
Surplus can be withdrawn any time 





Very Liberal Contracts Offered te Agents able 
te Handle Special Proposition 
be el 


CHICAGO OFFICE, 1003 Manhattan Bldg. 





Commercial Lite 


Insurance Company 
LOUIS M. WISE, President 


Incorporated under the laws of the 
State of Illinois 
Is 


NOW MAKING VERY 
ADVANTAGEOUS CON- 
TRACTS TO AGENTS 


950 First National Bank Bidg. 
CHICAGO 








Pittsburgh Life and 


Trust Company 


“ENDORSED AT HOME” 
INSURANCE IN FORCE IN PENNSYLVANIA OVER 
$10,000,000 
TOTAL INSURANCE IN FORCE: 
$30,478,038 


W. C. BALDWIN, President and General Manager 


All Solicitors’ Contracts direct with the Company 
No General Agents, 
Address the Company, 
Pittsburgh Life Bldg., Sixth & Liberty Sts. 
PITTSBURGH, PA. 


- WANTED © 


Mie a 
INSURANCE COMPANY 


Live, energetic men, for some 
excellent territory. Exclusive and 
liberal contracts will be made with 
the proper parties. 

The Armstrong Committee found 
no questionable methods in The 
Manhattan Life Insurance Com- 
pany. Address 


W.B. LANE, Vice-President 
66 Broadway, New York 
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EFFECT OF NEW BUSINESS 
ON OLD POLICYHOLDERS 


(From the Mutual Life Statement) 

We have frequent inquiries from pol- 
icyholders as to whether the falling off 
in business written, as compared with 
some years ago, is not to the advantage 
of the company. This is a question 
which, like most questions in life in- 
surance, cannot be answered by yes or 
no, nor can definite limits be named 
within which new insurance will be prof- 
itable under all conditions. It is quite 
possible for a life insurance company 
to write too much new business, but 
it is even more practicable to write too 
little. The cost of new insurance is 
the principal item of expense with all 
companies, but it does not follow, even 
in a company of the vast size of the 
Mutual Life, that this part of the work 
can be profitably ignored. Many vary- 
ing considerations determine the limits 
within which new insurance should be 
sought. 

If all the members of a great com- 
pany were certain to carry their policies 
continuously until terminated by death or 
maturity, we might, theoretically, dis- 
pense with the writing of new business. 
In practical experience, however, large 
numbers of policyholders lapse or sur- 
render their insurance sooner or later, 
withdrawing their surrender value. Un- 
fortunately, it is the sound lives as a 
rule that withdraw. Impaired risks and 
invalids almost invariably cling to their 
insurance. Were this process to go on 
unchecked we should ultimately have a 
company composed largely of invalids 
and enfeebled lives, with a death rate 
far in excess of the mortality table. It 
is necessary, therefore, constantly to 
recruit new and healthy lives to take 
the place of the sound risks that drop 
out. 

It is not sufficient, however, merely to 
replace the sound lives that withdraw. 
In the first year of a company’s exist- 
ence, all are healthy lives, for all are 
fresh from the medical examiner’s hands. 
A few years later, however, there will 
be many impaired risks and invalids in 
the company, even though new members 
were secured .right along to take the 
place of the sound lives that withdraw. 
In other words, no company’s business 
as a whole can be so good after a few 
years as it was in the beginning. There 
will be many impaired risks in the 
ranks where none were found at first. 
The relative number of such risks, how- 
ever, will be less, in proportion as the 
influx of new and well selected lives 
is larger. The greater the relative 
amount of new business, the smaller the 
proportion of impaired risks and the 
more nearly the company will approach 
to the ideal condition—the status of the 
first year—the condition when the com- 
pany was composed wholly of sound 
lives. Aside from the question of safety, 
to approximate such a condition means 
a low death rate and a heavy saving 
from mortality, and that means large 
dividends. 

Every policyholder of the company 
therefore will serve his own interests 
by aiding the agents of the company 
in every practicable way in their work 
of writing new insurance. 








USR OF FRIEND’S CERTIFICATES 

There have been various methods de- 
vised by agents and companies to use 
the influence of policyholders to in- 
crease business. When employed in the 
right way there is no stronger factor in 
an agent’s behalf than his policyholders 
if they are satisfied and have had proper 
attention paid to them. The use of the 
influence of men just insured has not 
been employed to as great an extent as 
that of the older policyholders. The 
New York Life has a blank for agents 
to use when an application is secured. 
It is intended to get information from 
two or three friends of the assured as 
reference. Naturally the applicant se- 
lects some of his best friends and they 
can be worked on by the agent. When 





an applicant in this way gives his friends 
as reference it serves as an anchor to 
hold the business and the assured is 
much more likely to accept the policy 
and pay for it when it is delivered. The 
blank used by the company is: 


pecenasweucevéaesese 190. 
ine ities *TSTNTI TOA ORt Hh onewe ser euinedecs 
Having applied to the New York Life 
Insurance Company for a_ policy of 
insurance upon my life through Mr. 


eee eee eee eee eee ee eee eee eee eee 


I have given your name as a friend who 
will answer the questions below for the 
Company. Will you kindly fill out the 
blank and greatly oblige, 

Yours truly, 


eee eee eee ee eee ee eee eee eee ee) 


How long have you personally known 
Ce SE b00405)-d0s0ksbiebdeebaseseses 
Has your acquaintance been such as to 
enable you to know about his habits and 
health? 
Do you know of anything in his famil 
record that would unfavorably affect his 
longevity? 


eee ee eee eee eee eee eee eee eee ee ee 


From your knowledge of him, do you 
consider him safely insurable by this 
Company? 








NEW YORK LIFE’S ANALYSIS 
OF ITS CONTESTED CLAIMS 


The New York Life says it has been 
criticised for its incontestable-from-date 
clause. In commenting on the charge 
that such a clause is unjust to other 
policyholders the company says: 

“A company may write contracts free 
from restrictions and incontestable for 
any cause, but it will not be immune 
from claims for the payment of policies 
never delivered, paid for, or legally 
put in force, and for others which have 
lapsed and ceased to have a value; nei- 
ther can it shirk its duty to defend the 
funds of its living policyholders against 
such unjust claims or avoid occasion- 
ally a dispute over the amount payable 
under a contract. 

“On page 8 of the annual statement 
for 1906 is an item, $184,424.20, for re- 
sisted claims numbering fifty-six. They 
are resisted for the following reasons 
which will at once be recognized as 
proper and sufficient—in fact, manifest 
injustice would be done to the policy- 
holders by any other course. 

“Let us analyze these fifty-six cases. 
In forty-one the policies had not been 
delivered or paid for. Under sixteen 
of them the insurance contract had 
never been consummated, while under 
the remaining twenty-five the insurance 
was not in force at the time of death. 
The other fifteen contested claims mak- 
ing up the fifty-six are as follows: 
Five are foreign claims resisted for 
fraud, the policies not containing the 
incontestable clause; two are domestic 
claims which involve the sole question 
as to whether or not the insured is 
dead; one represents a suit by a former 
beneficiary to compel payment a second 
time, payment having already been made 
to the beneficiary of record; one is a 
suit commenced during the life of the 
insured to rescind the contract; in the 
six remaining cases the company admits 
its liability, but the amount payable is 
disputed. In five of these six cases 
the disputes are in regard to the ac- 
cumulation benefits; in the sixth case 
the company contends that it is liable 
only for the paid-up value of the in- 
surance, while the claimant sues for the 
face amount. 

“Attention should be called to the 
fact that while the company’s domestic 
policy contracts issued during recent 
years are incontestable, the same is not 
true of all the company’s policies issued 
to residents of foreign countries; also 
that the item of resisted claims in our 
annual statement is not confined to 
death claims, but includes all other pol- 
icy claims in dispute; and, furthermore, 
that this list of fifty-six contested claims 
does not represent that number of dis- 
putes arising during the year 1906, but 
includes one foreign and nineteen do- 
mestic cases brought forward from pre- 
vious years.” 








Great thoughts hallow any work. 





THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


ST. PAUL, MINN. 


If you are honest, and employ successful business methods in 
writing life insurance, investigate The Minnesota Mutual. 
Any of the Agency Managers will tell you what the Company 
is doing and how it treats its field forces. If your antecedents 
will not bear investigation, do not waste time or postage. 


FRANK E. HITOCHOOX, Field Manager ‘ 
WM. D. MITCHELL, 2nd V. Pres. and Gen’! Counsel 
DR. CHARLES D. PIPER, Med, Director 





NATIONAL LIFE INSURANCE COMPANY 








RECORD 











Insurance in Force December 3 1st. - 
Gain in Surplus for Year, - - i 
OF 1906 Gainin Assets - 


Excess of Income over Disbursements, 


of the United States of America 


CHICAGO 





ESTABLISHED 1568 





ALBERT M. JOHNSON, President 


ROBERT E. SACKRETT, Vice-President 
CHARLES B. SHEDD, Treasurer 
ROBERT D. LAY, Secretary 
$47,656.411.21 
60,790.75 
1,014,011.66 
1,028,172.62 


INSURANCE IN FORCE APRIL Ist, 1907, $50,000,000.00 





INCORPORATED 1851 


Berkshire Life 


INSURANCE COMPANY 


PITTSFIELD, MASS. 


JAMES W. HULL, President 
THEO. L. ALLEN, 
J. M. LEB, 4ctu 
ROBERT H. DAVENPORT, Ass't Beo'y 
All policies now issued by the B! to the 
inured al ee hd 
Sine roe le ing on oe BSE 
new policy contract now beingi by ’ 
A.K. HANNEN, Gen’! t Nerthern Ohio 
19-320 Wiiliamsen Bldg., Cleveland 
JOHN A. RINGOLD, Gen'l t Seuthern Ohio 
71 ww Bidg., Cincinnati 
WILLIAM D. WYMAN, oy Agent fér Illinois 
100 Washington 8t., Chicago 


Only One Company Has 


1. The most liberal policy contract. 

2. The Dg amount ot security 
behind it. 

3. The best commission and con- 
tract for the agent. 


We want a district manager in every center 
where we have no branch office, Attractive terms 
and non-forfeitable renewals to good men, 

Write at once, 

‘FRANKLIN W. GANSE, 
Vice-Pres, and Director of Agencies 


The Columbian National Life 
Insurance Company 





176 Federal Street, Boston, Mass. 








territory that insures success. 


159 LA SALLE STREET 





WE WANT AT ONCE 


first-class, experienced men as general agents for special territory in Illinois, 
Indiana, Iowa, Nebraska, Minnesota, Michigan ~ gy ™ 


We will not send you into a desert and expect you to pick pond lilies, 
but we'll give you the active influence of the Hens cod ie 


Our company is young but it is not selling stock to pay expenses—the 
fact is it has no stockholders, but plenty of surplus. + 
and the reserve deposited with the State of Illinois, 

We will give you a renewal contract which has no strin 
it and which gives you WHAT YOU THINK YOU 
want to connect yourself with a young, sturdy and aggressive company, 
where the hustler is at a premium, address 


SCANDIA LIFE INSURANCE COMPANY 


and Pennsylvania. 
Office and the kind of 


All policies registered 


attached to 
ET. If you 


CHICAGO, ILLINOIS 











Central Life Insurance Company 


OF ILLINOIS 


H. W. JOHNSON, President. 





Three Million Dollars in Three Months 


THAT IS OUR RECORD 





can produce $100,000 a year in Illinois, you can get an ideal contract with the “CEN- 


If you 
TRAL LIFE.” 

You will have the most 
growing company to aid you. 


favorable policies to sell, and the influence of a strong and rapidly 


Ar. Agent who is in earnest, and whose references are satisfactory to this Company, may come 
to the Home wil 


Illinois. Address 


Office for a conference, and his actual expenses 


1 be defrayed from any point in 


The Central Life Insurance Company of Illinois 
OTTAWA, ILLINOIS 
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- ’ Go to your man, greet him with courtesy, 
r aken trom Bulletins explain your proposition. Be in earnest. 
He will listen to you. Make your argu- 

Does the average agent work? Few ments plain and decisive; stab home 


every point, so that he will remember it 
even after you have left him. Get him 
examined promptly, and, for the good 
of his family, get the policy in force as 
soon as — ss. Life Pusher. 


work every day. It is the easiest thing 
in the world to deceive yourself. Pros- 
pects are always good, but that don’t 
buy clothes for Mary and the baby. 
While prospects are necessary, they are 


never business until they cease to be Here’s a thought to give each policy- 


prospects. Some men under contract] holder: “Mr. Jones, if you had invested 
have a continuous grouch, a sure road | $200 in a sound security several years 
to the “Down and Out Club.” Work] ago, since which time that investment 
is the only remedy. Work is never] had appreciated and increased in value, 
real work until it is systematic. “Plan and the unusual opportunity now pre- 
your work and work your plan” will] sented itself for you to once more se- 
get real business. Brains, ability, per-| cure as good or better investment in 
sistency and health count, but count] the same concern at rock-bottom prices, 


only when they enter as factors in sys- 
tematic effort. 

Cut out the “dreams” and put in ten 
hours a day and your agency director 
will sit up and notice. 

The average man will not give you 
an application, you must take it, and that 
is not larceny, either. 

With apologies to Elbert Hubbard, 
every agent is an Is Nower, a Has 
Wasser, or a Not-Yei-but-Sooner. Look 
up your classification and if not yet 
an Is Nower, make the necessary quali- 
fications. 

Have a goal in life, and have a goal 
in business. The average man is what 
he thinks he is, and does what he wants 
to do. With thougl.ts and wants deep 
seated, the neces.ary work will come, 
and the goal is yours. 

Every man wants life insurance, 
whether he will admit it or not. It 
cnly remains for the right man in the 
right way to get his application. If you 
don’t get it some other agent will. It 
is only a question of doing it so that 
the man does not object. 

Paid busines: is real business, and 
any other is au expense. It is a fatal 
error to spend, or plan to spend the 


wouldn’t you consider the proposition ? 
In other words, Mr. Jones, if by waiting 
still longer you would have to pay a 
higher price (which is literally true in 
life insurance by the increased rate for 
advancing years), wouldn’t it be worth 
your while to purchase now, and wouldn’t 
you consider it indeed an opportunity 
that you mustn’t overlook today ?—New 
York Life Bulletin. 





MORTALITY OF SOLDIERS IN WAR 


How does the soldier’s risk of death 
in time of war compare with that of 
the ordinary citizen in’ time of peace? 
From mortality tables we find that at 
age 25 the ordinary death-rate is about 
8 per 1,000 annually, and that 1,000 men 
living at age 25 about 166 will die within 
the next twenty years. If we take 
1,000 men aged 36, we find the death 
rate 9 per 1,000 annually, and that of 
1,000 living at this age about 218 will 
die during the next twenty years. At 
age 41 the death-rate is 10 per 1,000 
annually, and the deaths among 1,000 
during the next twenty vears are about 
271. 

Now let us compare the figures of the 


comtissions on unwritten business, es-| table with the risks of war—which 
pecially if no settlement is taken. It is | are better appreciated than those_ of 
also an error if you figure on mislead- every-day life. During the great Civil 
ing anyone but yourself, as your agency War, 1861-65, the number of enlist- 


director and the home office count | ments in the Federal armies, reduced to a 


‘ everything on a paid basis. While we| three years’ basis, was 2,320,272. The 
rejoice with you in your written busi- mortality was as follows: 

ness, remember that there are many Sel gy nme of wounds........... 110,070 | * 
bridges yet to cross before the com-| Accigents and ali other causes. ..... 24/872 
missions are yours to spend. Any other 

view than the above will surely lead NN Ai sckedesoeistepertntecsans eves 359,528 


may ruin your 
Why not make 


into a condition that 


idtnce te the insurance Reducing these figures to percentages 


we have the following death-rates for a 


settlement with the application? It can ir Bae ‘ 
be done—Northern Life Bulletin. three years term: ; 
+ + From battle ........eeeeeeeeees 47 per 1,00 
. : From disease .....seseeeeeceees 97 per 1,000 
To succeed in business, the man of | From other causes.......-++-++- RY per 1,000 
today must be up-to-date in every re- | Total, QI CRUSOB. occ ccvccccveses 5 per 1, 
spect. Old methods and usages must Average per year.....+.++++++ 52 per 1,000 


be constantly supplanted with new, fresh 
ideas. Methods of business are contin- 
ually changing; everything is on the 
move; progress is the watchword of the 
age, and the man who expects to suc- 
ceed in this driving, pushing, hurrying 
age, with old methods and worn-out 
usages, will be left behind. One must} that the policy was going to lapse. Like 
study his business. Eternal vigilance is| 4 shot the reply came, “I am glad of 
the price of success. it, for you are making the company a 


—New York Life News Letterette. 





THEN HE WOKE UP 


A general agent called on one of his 
policyholders to collect a premium on 
a $10,000 policy and was gruffly told 


Be progressive in your occupation. Be present of your first two years’ premi- 
constantly on the alert for new ideas] yms, $1,400 odd, and it will be able 
and suggestions. Study carefully the] to declare larger dividends this year. 
methods of the successful leaders in| Thank you very much.” And he started 
your business; learn wherein they differ] to Jeave. The policyholder gasped and 
from and are superior to those above} said, “Hold on. What’s that you say? 


whom they have risen. 

Remember, success is not an accident— 
it is the consequence of hard, persistent 
and well-directed endeavor. The suc- 
cessful man is the progressive man.— 
Illinois Life Bulletin. 

+ + 


Is that true?” “Certainly it is,’ said 
the agent; “the actuaries always figure 
on a certain amount of donations of 
this kind every year.” Then the policy- 
holder woke up. “Here, you,” he called 
to his secretary, “make out a check for 
this policy. I am not going to donate 
anything.” It was a heroic grandstand 
play on the agent’s part, but it saved 
the policy from lapsing. 


You have to have some personality 
about you; you must learn to imitate the 
preacher, the orator or the actor and 
say things in a convincing manner. If 
you should recite the strongest argu- 
ment in all the category of known truth 
in a faltering, hesitating, nervous, unbe- 
lievable way you would certainly fail to 
convince your listener. Selling life in- 
surance is not like digging a sewer or 
building a brick wall; it requires con- 
vincing statements impressively told. 

Light the flame of your enthusiasm. 





A buyer’s trade will be given to the 
salesman to whose personality his mind 
has given approval. 

Every salesman should have a fad, as 
a balance to his mind. Mind is a won- 
derful power when treated generously, 
but all work and no diversion will in a 
short time weaken the brightest intellect. 

















1860 47th Year 1907 
Home Life Insurance Company of New York 
GEORGE BE. IDE, President 
Assets, $19,009,550.82 LIABILITIES, $17,925,901.84 

roan £02 
Dividend-Endowment Fund (Deferred Dividends) - - $1,621,413.00 
Net Surplus, - - ° 2 ‘ 
Insurance in Force, - 86.1 3 559.00 





“Mr. Hughes failed to bring out a single iia tr 
New York Sun, 12-12-05 


THE YEAR 1906 SHOWS LARCEST CAIN OF 
INSURANCE IN FORCE IN COMPANY’S HISTORY. 


AGENTS WANTED 


REGISTERED ANNUAL DIVIDEND POLICIES 


CONTRACT DIRECT WITH COMPANY 

















ADDRESS 
THE FRANKLIN LIFE INSURANCE COMPANY 
SPRINGFIELD, ILLINOIS 





Opportunity is at Your Door 


if you are a “‘business getter,” to connect with an up-to-the-hour life 
company, having had forty years of success. Special inducements 
to the men that can make good. Address, or call upon 


L. C. ROSE, General Agent, 706 First National Bank Building; 
Cincinnati, O. 


The State Life Insurance Company 


INDIANAPOLIS, IND. 
HENRY W. BENNETT, President 
WILBUR S. WYNN, Vice-President and Actuary 











THE WORLD'S RECORD. 


— a in Force a Assets, other Liabilities. YY 
ececeee $15,868 
1897 cs SA 800 sidan Sz, ats, 
see... 33,615,656 $1,015,072 $699,418 $315,654 
1902....... $39, B41, 688 $1,527,036 $1,176,249 $350, 786 
ial $49, 713, 796 $2,205,636 $1,815,059 $390,577 
a: $60, 148, 904 $3,160,083 $2,615,498 $544, oe 
1905.. $74 "440, 588 $4, 126, 682 $3,52 21, 731 $605, 317 


1906 $81,047,860 $5,353,744 $4,674,118 $679,626 


Growth of business exceeds that of any other com: t th A ie THELITE 
YEAR. The Company hase sum in excess of FOUR MILLIONS EIGHT HUNDRED and FIFTY 
po ey en copoeiies er governments uader the Com- 





IN ALL THAT IS GOOD, IOWA AFFORDS THE BEST 
FRANK D. JACKSON, President. SIDNEY A. FOSTER, Secretary. 


Royal Union Mutual Life Insurance Co. 


of Des Moines, Iowa 
THE BEST POLICY IN THE SAFEST COMPANY 


Writes all forms of participating and non- cipatin li d 
full value in approved ae with the tm of lg thie is the law. wy Geocste Ak +. 4 


State Auditor with ev 
1906, 6.134%. Most absolute safety. Biggest cash settlements. Reliable 


Rate of interest earn 
209-212 City National Bank Bldg., Canton, O. 


representatives wanted. 


J. W. A. STAUDT, State Agent, 





American Central Life Insurance Company 
INDIANAPOLIS, INDIANA 


Assets ° ° e ° -  $1,602,743.18 
Surplus Security to Policy Solders e e ° e 307,924.34 
Insurance in Force e e e . e e ° 19,325,570.00 
Deposits with the State of Indiana, uired - 
By liability to — oH SE, req by law, nonspeculative securities in an amount ex: 
—— Agents desiring liberal contracts for exclusive territory should write today direct to the 





The Most Popular Up-to-Date Policies 
CONTAINING MANY TALKING POINTS 
and General Agents Wanted in Illinois, Ohio, Pennsylvania and 


Managers Georgia 
endid unity for 
8pl opport ys fe laws of Obi aay co, make © permanent eonnestios with « well-known Company 


Do not —- snsetie tion = in at once to profit b i 
progressive company. Add a, pr y selling the matchless contracts of this 


The Columbia Life Insurance Company 
President 


FELIX G. CROSS, 
Home Office: Rawson Building, Cincinnati, Ohie 
MOORE & HANSEN, General Agents, Suite 1100, First National Bank Bidg., CHICAGO, ILL. 
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IN LIFE INSURANCE CIRCLES 


TO HAVE PREFERRED DIVIDENDS 











Actuary Dawson Introduces Plan in 
Policies of Continental Life of 
Delaware 
The Continental Life, which has 


opened offices in the Du Pont building, 
Wilmington, Del., expects to begin writ- 
ing business in a few days. 

M. Dawson, the consulting .actu- 
ary of the company, has introduced the 
“preferred dividend” feature of the 
Northern Life of Chicago, whereby pol- 
icyholders on that plan get dividends 
before any distribution is made to stock- 
holders. In addition extra annual divi- 
dends are allotted, beginning with the 
second year. In addition to these poli- 
cies the company writes regular annual 
dividend and nonparticipating policies. It 
will have the automatic loan feature. 

The active officers are President Philip 
Burnett and Second Vice-President 
George E. Saulsbury. It has $100,000 
capital and $25,000 surplus. 


Booth States His Side 


H. T. Booth, former general agent 
of the Pacific Mutual Life at Portland, 
Ore., whose arrest the company caused 
on the charge of embezzlement, claims 
the company owes him as renewal com- 
missions all it charges him with collect- 
ing wrongfully. He charges the com- 
pany’s action to ill-will because of the 
position he took at the time it consoli- 
dated with the Conservative Life. 





Kansas State Life Chartered 

A charter has been issued to the Kan- 
sas State Life, a new mutual life in- 
surance company, which will have its 
headquarters in Topeka. The directors, 
all Topeka men, are A. Bosworth Head- 
ington, A. C. Longren, J. R. McNary, 
E. C. Longren, E. G. Ekblad, F. C. 
Bowen and P. S. Bangs. 





Kelsey Makes Rulings 


In reply to an inquiry from Actuary 
Dawson as to a construction on section 
97 of the New York law as to agency 
expense, Superintendent Kelsey says: 

“I am of the opinion that this provi- 
sion of the law prohibits the payment 
to a soliciting agent of any sum of 
money in excess of the limitation therein 
set forth.” 

Regarding first year’s expense limita- 
tions on term premiums, Superintendent 
Kelsey says: 

“IT am of the opinion that the law 
permits only such expense allowances 
as can actually be realized under the 
select and ultimate method of valuation; 
in the case referred to not to exceed 
the net annual premium on the term 
policy less the tabular cost of insurance 
by the select and ultimate table up to 
the next anniversary of the policy.” 





Davis Is Promoted 


L. C. Davis has been appointed super- 
visor of agencies of the central and 
southwestern departments for the Co- 
lumbian National Life and will have 
his office at 622 First National Bank 
building, Chicago. Mr. Davis has been 
with the company for some time and 
has recently been manager for Wiscon- 
sin and Minnesota. An able writer of 
insurance, a good mixer and judge of 
human nature, he will undoubtedly make 
a success in his new field. 





Fraternal in Trouble Is Absorbed 

The American Patriots of Springfield, 
Ill., has absorbed the American Benevo- 
lent Association of St. Louis, which was 
recently examined by the Missouri de- 
partment and reported to the attorney- 
general as being conducted for the profit 
of. its officers and not for the benefit 
of its members. The American Patriots 
states that the irregularities in regard 





to real estate loans and other practices 
have been adjusted by the old officers 
taking over the loans and repaying the 
association the amount loaned thereon. 
The Missouri department will not recog- 
nize the consolidation until it has full 
information in regard to the transac- 
tion and is satisfied that the rights of 
the members have been fully protected 
in the transfer. 





Travelers Agents Meet 

About 225 agents and managers at- 
tended the Travelers’ convention last 
week at the home office. In his opening 
address President Dunham explained the 
object in getting the charter changed 
so as to permit the capital to be in- 
creased to $10,000,000. He pointed to 
the fact that it recently cost one large 
mutual company $200,000 to hold its an- 
nual election as proof of the advantage 
of a stock organization. 





MAY BRING A TEST CASE SOON 





Likely that Ruling of Minnesota De- 
partment as to Stock Will Get 
in Court 





It is said a test case will be brought 
in Minnesota to have the courts de- 
cide the merits of stock-selling in con- 
nection with life insurance. The attor- 
ney-general holds that- while a company 
has the privilege to sell its stock out- 
right, yet, when it gives options, it is 
violating the antirebate law as to val- 
uable consideration being given with a 
policy. 

President L. M. Wise of the Commer- 
ciay Life of Chicago had an interview 
with the Minnesota commissioner a few 
days ago to discuss its plan with him. 
The company continues to write in the 
state under certain stipulations, but it 
is understood it will have a friendly suit 
brought to test the ruling. 





Will Register Its Policies 

The Universal Life of St. Louis has 
already secured licenses for a number 
of agents. The company will register 
its policies with the Missouri depart- 
ment, having made an initial deposit of 
$110,000 with that department. The 
policy to be pushed by the company is 
a guaranteed advance dividend policy 
with liberal provisions. 





To Entertain the Leaders 

The Pittsburg Life Underwriters Asso- 
ciation, as is its custom, will be the first 
to entertain the newly elected National 
association president. Its banquet is set 
for Sept. 9. The following association 
leaders are expected to be present: Presi- 
dent Charles Jerome Edwards, New 
York; vice-president, Herbert C. Cox, To- 
ronto; second vice-president, William H. 
Herrick, St. Louis; secretary, Will A. 
Waite, Detroit; former Presidents Frank 





oe es 


E. McMullen, Rochester, and William D. 

yman, Chicago; former Secretary Ern- 
est J. Clark, Baltimore; Executive Com- 
mitteemen George H. Allen, Toronto, and 
E. R. Putman, Rochester; Conrad V. 
Dykeman of the New York Association 
and Nathan H. Weed, editor of Life As- 
sociation News. ' 





Features of New Policies 

The Columbus Mutual Life in_ its 
new policy forms provides that any time 
after the policy has been in force one 
year, in event of death of the assured 
resulting from accident received while 
the assured is a passenger in a public 
conveyance or passenger elevator or 
while in a burning hotel or public 
amusement place, the company will pay 
double the face of the policy. 

In case of permanent total disability 
by accident or disease, entirely depriv- 
ing the assured of the ability to earn 
any wages, compensation or profit, the 
policy becomes paid-up for its full 
amount or the company will pay it to 
the insured in ten annual instalments, 
the first to be paid at date of proof 
of permanent total disability. 

These features cost $1.50 a thousand 
a year, which is included in the pre- 
mium rates published on the various 
policies. They may be canceled by the 
assured at any time and future pre- 
miums reduced accordingly. 





Royal Union’s Gains 

The Royal Union Mutual Life of Des 
Moines has issued a statement showing 
a large increase in business over last 
year, with a corresponding reduction 
in cost of operation. The business has 
increased in every department from 5 
to 20 percent. The statement which has 
been sent out to the stockholders and 
policyholders shows the following in- 
creases for the first six months of this 
year over the same period for last year: 
pneronce. Per Cent. 


Premium income....... $ 15,867.37 5.40 
Interest income........ 7,296.52 18.50 
Paid policyholders..... 46,768.02 68.90 
Exp. of management.. 209.58 36 
Admitted assets........ 213,773.14 12.86 
New ins. paid for...... 308,220.00 20.17 
Insurance in force..... 1,402,092.00 9.05 





Suggests Criminal Prosecution 

Superintendent Kelsey of the New York 
department has placed before the district 
attorney of New York some matters con- 
cerning the Bankers Life of New York 
in which he suggests criminal prosecution. 
Mr. Kelsey claims that evidence has been 
obtained to show that the company was 
insolvent on Jan. 1, 1905. The company 
as of June 30 shows assets of $1,499,845 
and a surplus of $23,877. The com- 
pany’s agency force is disrupted and the 
management is confronted with a seri- 
ous matter of keeping its expenditures 
within the legal limit. Business is laps- 
ing very fast and there is but little 
new business coming in. The examiner 
shows that active steps have been taken 
to reestablish the agency force and ap- 





Semiannual Life Statements 





Companies Assets 
EY SA saan t5005003-00 000 00s $ 807,517 
Columbian National............... 3,757,806 
Des Moines Life......... 1,953,55 
Equitable, N. Y... 436,175,168 
Franklin Life..... 3,637,2 
Germania Life... 38,094,011 
Illinois Life.... . 6,370,170 
errr 2,685,693 
BEOEPOROMINM LATS... 0.00 cccccceccee 188,962,663 
area 1,101,807 
SD Es votessecsessctaces 109,224,426 
ES. See 510,659,221 
pO ee 5,808,513 
TE ES i abana a bis 64s 000-006 37.636,534 
Northwestern Mutual............. 228,347,074 
a 0.6 06.02 65400406 4% 13,392,082 
EE Sao nicancarete ges orvee 136,593,554 
PEED s0.8adec0svescvodeense 87,446,429 
ET fincas peck ecb obeys 2 kv sees 2,405,366 
Security Life, Chicago........... 1,526.437 
Docmrer Be & B., B. Ciccscccscse 466,796 
GD OE, Msssresvescccsncees 1,032,709 
 , Es accccccestiveteens 5,890,375 
... eer a 55,588,476 
4. Pree 59,099.655 
United American, Pa............. 151.340 
I WR 6 cscs pwvecaveade 386,760 
Ba eee 18,527,074 


Disburse- 

Income, ments, 

Net Surplus 6 Mos. 6 Mos. 
$ 203,539 $ 337,840 $ 256.664 
500,022 812,310 511,887 
232,540 442,890 359,726 
63,733,917 37,678,563 27,867,407 
481,3 606,529 367,243 
4,705,912 3,356,882 2,555,835 
104,663 886,684 772,993 
244,047 204,463 160,966 
14,806,362 34,538,780 22,119,747 
125,584 293,951 218,688 
8,032,515 10,736,277 7,126,318 
acinbipe 39,708,447 25,910,918 
103,500 1,879,801 1,867,292 
4,268,589 3,549,790 2,205,640 
9,260,981 19,837,951 14,391,329 
638,619 2,472,885 1,758,742 
19,305,392 28,265,853 17,561,170 
6,163,365 9,990.372 5,791,459 
672,146 312,944 188,137 
542,782 952,779 138,367 
133,447 182,518 102,318 
212,842 942,412 605.888 
732,025 1,420,484 958.677 
6,654,866 8,124,279 6,020,173 
2,566,613 6,645,928 3,283,995 
20,318 0,09: 35,346 
45,388 140,103 124,284 
224,495 1,479,410 


1,582,298 





plications have been made to a number 
of states for permission to do business. 
The president seems confident now that 
the expenses can be kept within the 
limit. 





GRANTS NEW COMPANY LICENSE 


Commissioner Berry Authorizes Michi- 
gan State Life to Do Business— 
Directors Take $200,000 





The Michigan State Life of Detroit 
was authorized last week by the insur- 
ance department of Michigan as a legal 
reserve company. It has a capital of 
$100,000, a surplus of $100,000 and has 
made a deposit with the state treasurer 
of Michigan of $100,000. 

Last Friday afternoon the company 
entertained its stockholders at Detroit 
with a ride to Bois Blanc Island on a 
specially chartered steamer and a ban- 
quet in the evening. After the banquet 
the stockholders made agreement to take 
insurance to the amount of about $200,- 
000, which is the first insurance written 
by the company. 

The company is under the manage- 
ment of C. A. Goodale, president, who 
was formerly secretary of the Missouri 
State Life, and Frederick C. Apps, di- 
rector of agencies, who is an experienced 
field insurance man and was also with 
the Missouri State Life as general agent 
for Michigan. J. W. McCausey of De- 
troit is vice-president and secretary, and 
Dr. James B. Bradley, auditor-general 
of Michigan, is medical director. 





Western Mutual Licensed 

State Auditor Carroll of Iowa has 
authorized the Western Mutual Life of 
Iowa, with headquarters at Council 
Bluffs, to do business in the state. The 
company is an old-line level premium 
company on the mutual plan. Its officers 
are: 

President—C. N. Atherton. 

Vice-President—Victor E. 

Secretry—A. W. Bannick. 

Treasurer—Perry Badollett. 

These, with Donald Macrae, C. Hafer 
and S. T. McAltee, are the directors. 
The company starts with 250 applications 
for membership. 


Bender. 





Trouble Grows Out of Old Suit 

The echo of an old insurance fight was 
heard again in the district court at Des 
Moines, when Mrs. Emmet Crowell be- 
gan suit against her father-in-law, C. C. 
Crowell, formerly secretary of the 
Northwestern Life & Savings, for $20,- 
ooo for alleged slanderous statements. 

Emmet Crowell died some time ago 
and trouble arose over the collection 
of a $10,000 policy in the Northwestern 
National Life. The father held the pol- 
icy on assignment for a debt of $500 
which the son borrowed soon after mar- 
riage, and, when the son died, he sought 
to collect the $10,000. The widow re- 
sisted, claiming that her late husband 
only owed the father $500. Judge Howe 
in the district court held that the elder 
Crowell was entitled to only $500, and 
the balance of the policy was ordered 
paid to the wife of the assured. The 
case is still pending in the supreme 
court. C. C. Crowell claims that his 
son really owed him $9,700. 

The suit for slander is based on state- 
ments alleged to have been made by 
her father-in-law to parties in Minneap- 
olis and Des Moines, attacking the repu- 
tation of Mrs. Emmet Crowell. C. C. 
Crowell is wealthy and still interested 
to some extent in the insurance busi- 
ness. 





Fraternals Cannot Consolidate 

Judge Foster of the municipal court 
at Chicago last week ruled that fra- 
ternals in Illinois cannot be consolidated. 
The law makes no provision for their 
consolidation, and Judge Foster holds 
that the law prohibiting a fraternal from 
admitting to membership any person over 
60 years old would prevent the merger 
if any member of the merged society 
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had attained that age. The case on 
which the decision was given was an 
echo of the old trouble over the con- 
solidation of the Royal Circle and Loyal 
Americans of the Republic of Spring- 
field, Edwin J. Smith and Ira J. Bell 
having sued the order for $70,000, 
claimed as due for their services in 
bringing about the consolidation. 





LIFE NOTES 


The Indiana National Life has entered 
Texas. 


The Northern Life of Chicago has ap- 
plied for admission to Texas. 


The Intermediate Life of Evansville, Ind., 
will apply for admission to Missouri. 

The Beacon Life of Springfield, Ill., an 
assessment company, has started busi- 
ness. 

The Bankers Reserve Life of Freeport, 
Iil., has completed its organization and is 
ready for business, 

The Interstate Life of Indianapolis is 
now paying the Armstrong commissions 
plus a salary to agents. 


H. H. Stevens, former!y commissioner of 
insurance for Michigan, has been appointed 
general agent for the Security Mutual Life 
at Detroit. 

The Kansas City Life has commenced tu 
issue a twenty-year bond. The bond 1s 
sold for one single premfum and matures 
and is payable only at the expiration of 
twenty years. 


W. K. oy, a St. Louis capitalist, who 
earried more life insurance than any other 
man in that city, has cashed in a number 
of his policies, reducing his line from 
$1,250,000 to $500,000. 

The Guarantee Life of Houston, Texas, 
has made application for admission to Mis- 
souri. The company commenced business 
in September, 1906, and has a paid-up cap- 
ital stock of $100,000. 


Ernest L. Killen, general agent of the 
Bheenix Mutual Life for Indiana, has writ- 
fen a $100,000 policy on Frank Van Camp, 
ef the Van Camp Packing Company of In- 
dianapolis. The annual premium is $4,593. 

The National Protective Legion of Wav- 
erly, N. Y., an endowment fraternal barred 
fom Wisconsin by Commissioner Host, 
has asked Commissioner Beedle to readmit 
&, as it proposes to amend its constitution 
to conform to the state laws. 

The Union of the French Canadian So- 
cieties of the United States, a fraternal, 
has been denied admission to Wisconsin 
unless it increases its rates to the stand- 
ard recommended by the National Fra- 
ternal Congress, rates now required by the 
state law. 

Nicholas Ratayczyk and Leo F. Kelpin- 
ski, real estate dealers at Milwaukee, have 
been arrested charged with defrauding the 
Prudential in 1905 by insuring a man with- 
out his knowledge and collecting $360 when 
he died. Kelpinski was a Prudential agent 
at that time. 

The Hartford Life will hold a conven- 
tion of its general agents at the Hotel 
Cadillac, Detroit, Mich., Sept. 16 and 17. 
All the company’s new agents are ex- 
pected.to attend. Among those from the 
home office will be Superintendent of 
Agencies E. R. Ward. 

St. Louis agents of the Metropolitan Life, 
who recently were considering going on a 
strike, will submit their complaints. to 
President Hegeman. They desire a return 
to the old 15 percent commissions for col- 
lections instead of the $15-a-week salary 
plan which was adopted in July. 


Frederic Cromwell and James N. Jarvie 
have severed their official connection with 
the Mutual Life. Both were members of 
the old finance committee which came in 
for criticism by the Armstrong committee. 
Both were renominated on the company’s 
administration ticket, however, and were 
reelected. 


The attorney-general of Wisconsin hav- 
ing held some time ago that a bank cannot 
collect premiums for life companies in that 
state unless licensed as an agent of the 
company, and the new law having pro- 
vided that no corporation may be licensed 
as agent of a life insurance company in 
the state, it looks as if banks would have 
to give up collecting premiums, 


Members at Appleton, Wis., have 
stopped paying assessments to the Wiscon- 
sin Benefit Association of Milwaukee. a 
little fraternal started at Marshfield. Wis., 
two years ago. It is said to have 700 
members, $1,112 in funds all tod, and an 
unpaid death loss for $1,000. The Appleton 
members want the insurance department 
to examine it. 

Dr. T. E. Cranfil, who is manager for 
the Reliance Life in Texas, Oklahoma and 
Indian ‘Territory, has been appointed man- 
ager for the same field for the Security 
Life of Chicago, with headquarters at 
Dallas. Dan Gibbs, formerly with the 
State Life of Indiana in North Dakota, 
becomes state manager for the Security in 
Washington, with headquarters at Seattle. 

F. S. Withington of Des Moines has 
been preparing the rate books and policy 
forms of the Pioneer Life of Fargo. N. D.. 
in which the governor, ex-governor and 
other prominent Dakota men are officers 
ae directors, Articles are also being pre- 

by Mr. Withington for the Eagle 
ife Association of Council Bluffs, whose 
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business will be to insure members in the 
Fraternal Order of Eagles. 

J. M. Harrigan has been @ appointed De- 
troit general agent of the National Life, 
U. A., with headquarters at 22 Bank 
Chambers, 


F. R. Korns, president of the Iowa Fra- 
ternal Congress, has issued _ call for the 
annual meeting to be held in Des Moines 
Sept. 17. Reports wil be made of the 
National Fraternal Congress and of the 
Associated Fraternities, and proposed 
changes in fraternal insurance laws are 
likely to come up for condemnation. The 
new Iowa law, compelling fraternal to de- 
posit securities with the auditor of state, 
will also be much discussed. 


LIFE APPOINTMENTS. 


Indiana 
4&tna—Thomas Jones, Seymour. 
National, U. 8S. A.—G. J. Porter, South 


end. 

New York—c. Powell, Madison. 

N. Mut.--M. é Landis, Goshen; J. R. 
Mason, Marion; F. W. Bartholomew, Michi- 
gun City; W. ‘Ww. Spore, La Porte; R. 
oo South Bend; H. C. Dodd, Charles- 


“Gcandia—A. U. Buchanan, Ft. Wayne. 

Travelers—J. B. Davis, Scottsburg; . * 
E. Gregg, Rushville; L. N. Hexter, Indi- 
anapolis; E. McFarland, Shoals; V. A. San- 
ders, Orleans. 

Bankeis, lowa—G. C. Brownell, Lowell. 

National, Vt.—A. L. Carrico, Shoals. 

Ohio State—A. 8. Flinn, Wabash ; E. E. 
Tolley and E. E. Yingling, Converse; L. W. 
Evans, R. W. Bowman and F. H. Jones, 
Fowler; Blythe a = Raub; C. E. How- 
land, Maricn; C. orris, 8. B. Taylor 
and G. E. Harvell, Indianapolis. 

West Virginia 

Greensboro—A. G. Miller and 8. F. 
Waldo, Grantsville. 

John Hancock—W. C. Coe Pineville. 

Mutual Benefit—H. A. ke, wow 

New York—c. we stant” Ripley; 0 
Barnes, Elkins; W. N. Cope, ayne; C. 7 
Snodgrass, Rosedale; W. H. Sweeney, 
Wheeling. 

N. W. Mutual—W. T. Perry Hunting- 
ton; W. 8S. Capell, Hinton. 

Philadelphia—C. M. Ryder, Wheeling. 

Travelers—O. C. Wilt, Salem; J. M 
Nichols, Bluefield. 

Coenen, W. Va.—J. T. Croghan, 8. 
B. Mathews, J. Laurence, R. S. Lathen, 
a. Os a LES and L. . Creighton, 
Wheeling; Harry Meredith and G. L. Mor- 
ris, Middlebourne. 

Meridian L. & T.—O. E. Gray, Williams- 
town. 

Mutual, N. Y.—F. J. Brooke, Romney. 

New York—L. C. White, Honaker. 

PR Loan—George Jackson, Webster 
pring: 

United American—H. A. Dyke, Fairmont. 

Ohio 

#2tna—J. M. rao Cleveland. 

Bankers—F. tevens, Cincinnati. 

Canada—B. A. Force, Bradner; J. le 
Ream, Rising Sun 

E uitable, M. fda Be Campbell, Hub- 


bar 

Il.inois—C. A. Boots. mew Philadelphia. 
Mass. Mut.—M. ig Cleve:and. 
Mutual Benent—ti. M. Huntsberger, Mt. 
Vernon. 
New York—R. N. Piper, Cincinnati. 

N. *, Mut.—D. W. Brown, Cridersville; 





McCormick & Cherrington, Gallipolis; D. F 
Cope, Freeport; C. T. Hiser, Greenfield; 
Geo. C. Voo Beseler, Madison; E. D. Gardi- 
ner, Toledo; . Sessions, Youngstown; 
Chas, E. Spindler and Henry Meyer. Day- 
ton; J. ty ee Somerset; Walter 
Reineck, } a. D. Rock, Urichsvilie: 
D. A Dunsmor, Pleining. 

Pittsburg L. & H. Sebring, & Se- 
bring; C. E. Ellsworth, Short Creek; 
Buckley, Deshler; R. ‘A. Westwood, Wiles 

Provident L. & T — Seaman, Cleve- 
land; D. D. oe Winona; T. N. Murray, 
Coshocton; oO. O. "Kensey, Marietta. 

State. Ind.—E. C. Quick, Urbana; H. M. 
Lowe, Fremont. 

Travelers—J. H. Boden, Athens; A. P. 
Kohle, Cleve'and; Henry Tuerck, Frank 
Meyer and Harry Wernke, Cincinnati. 

Eaultable, Iowa—W. B. Childers, Worth- 


ngton 
Pittsburg L. & T.—C. A. Palmer, Cleve 
n 


Royal Union—H. J. Griliiot, Dayton. 

State, Ind.—H. E. Johnson and A. K. 
‘fall. Marion; L. P. Valiton and E. L. 
Knight, Bryan. 


THE LIFE MAN WHO WORKS WINS 


(Continued from Page 8.) 


premium required, and is able to make a 
strong, convincing talk on the uncer- 
tainty of life, against which there is no 
argument—and John Smith makes appli- 
cation for a policy, not because he has 
become interested in the subject of life 
insurance, historically and actuarially con- 
sidered, but because it has been made 
lain to him that in the event of his un- 
timely death it is a good thing for “Mary 
and the children.” 

About the large personal producer’s suc- 
cess there is no secret, and in achieving 
his success he is aided by no advantage 
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which is not enjoyed by every other man 
soliciting life insurance for a reputable 
company. He just works. 


NEW PLANS OF ILLINOIS LIFE 


(Continued from Page 1.) 
holders on a business basis out and out,” 
added Mr. Stevens. Every man knows 
what he has paid in and what he will 
receive. 





New Line of Policies 

The Illinois Life therefore has a new 
set of policies called the “Special Sur- 
vivorship Bonus,’ which are nonprofit- 
sharing. Take a $10,000 20-payment life 
policy at age 35. The premium is 
$379.90. The Illinois Life sets aside 
from this premium each year after the 
first and including the twentieth $64.60, 
which shall be the contribution from such 
a policy to the survivorship bonus fund. 
This fund is set aside and carried as 
a liability, being compounded at 3% per- 
cent interest. At the end of the twenty 
years the fund -is. divided among the 
survivors according as each has con- 
tributed. The bonus. fund will consist 
of the contributions and forfeitures. 
Vice-President Stevens stated that the 
best statistics which he could get hold 
of showed that the average life of a 
twenty-payment policy was twelve years. 
Stock fluctuation will not affect this 
fund, as it is absolutely guaranteed. 

Another Option Is Given 

If a policyholder does not care to get 
a policy of this kind the company will 
allow a guaranteed dividend of $64.60 a 
year, it to be used in purchasing addi- 
tions without medical examination. 
These reversionary additions carry the 
same values in proportion as the face of 
the policy and will be added to the face 
in case of death, or the additions can 
be cashed at any time without affecting 
the face of the policy. 


Will Reduce Early Surrenders 
The Illinois Life will reduce the sur- 
render values on the early ages, but 
give the full reserve on the later ages. 
In the present forms it gives a fairly 


high surrender value the second year. 


This causes undue lapsation the second 
year. While its agents have talked hizh 
surrenders in the early years the com- 
pany’s experience shows it is an in- 
justice to the company and the benefi- 
ciary. It opens the way for the twister 
to get in his work and it is a tempta- 
tion to cash in the policy to get ready 
money. 
Has Changed His Mind 

Vice-President Stevens said he had 
changed his mind as to hich values in 
the early years. Theoretically, he stated, 
the reserve belonged to the policyholder, 
but in practice such values defeated the 
object of life insurance as protection. 
It caused agents to show a man the 
easy way to cash his policy rather than 
impress on him the necessity of keeping 
it in force. 

In one of the talks before the con- 
vention, W. B. Davis of Kansas City, 
manager for Missouri and one of the 
large men in the field, gave it as his 
experience that the high surrender val- 
ues were a great detriment and caused 
too many people to cash in their poli- 
cies. 

The companv will issue the survivor- 
shin bonus policy on all its forms and 
will introduce an endowment at age 65 
on this plan. Most of the business of 
the company is written on the 20-pay- 
ment and ordinary life plans. It is 
likely that most .of the business will be 
sold on these plans or the endowment at 
age 65. 

Some Other New Features 

Owing to the new laws in Illinois re- 
quiring the 3% percent basis. the IIli- 
nois Life will hove to readinst its rates 
and values according to the new basic 
The comnany for the time being will 
not withdraw orv cf ‘ts old nolicies, but 
their rates and values will be read. 
justed. 

Vice-President Stevens said that the 
same commissions would be paid on the 





new policies under the present terms 
of agents’ contracts until Dec. 31, 1908, 
when some readjustment would be made 
on the renewal commissions. 

At the close of the forceful and il- 
luminating talk of Mr. Stevens almost 
all the members of the club spoke in 
glowing terms of the new plans of the 
company and felt that the policies an- 
nounced would be great sellers. 

Will Discontinue Automatic Loans 


The automatic clause of the [Illinois 
Life has to be eliminated, as the new IIli- 
nois law will not permit it. The I'li- 
nois Life introduced this clause in this 
section of the country, and perhaps was 
the first United States company to use 
it. The company has gotten out a 
new automatic clause allowing thirty 
days’ grace, and furthermore it provides 
that should the insured fail to pay any 
premium after premiums for three years 
have been paid within a month after the 
due date thereof the company. will, with- 
out any action on part of the insured, 
provided the policy is free from indebt- 
edness and the insured has not exer- 
cised any of the options provided in the 
policy, extend the policy as term insur- 
ance. In event that the policy is auto- 
matically continued in force the insured 
shall have the right at any time during 
the extended term within three years 
from the rate of default to resume pre- 
mium payments by paying up the unpaid 
premiums at 5 percent interest and no 
medical examination will be required. 

Meeting of the $100,000 Club 

The members of the $100,000 Club ar- 
rived in Chicago last Thursday and the 
first session was held on the afternoon 
of that day with President M. B. Lock- 
yer of Philadelphia in charge. Mr. 
Lockyer struck the keynote of the con- 
vention when he stated that he found it 
easier to write business now than at 
any time in his career. He believed that 
if the agents got in the right frame of 
mind and worked as they should there 
would be no doubt regarding the amount 
of business produced. Mr. Lockyer is 
a large writer and a man of fine pres- 
ence. 

Character of the Men 

The character of the talks was much 
ahove the average. The company is 
fortunate in having a high-grade set of 
men as managers. They will impress 
people wherever they go and are the 
type of life insurance men that represent 
permanency in the business. Some of 
the men gave points of practical inter- 
est, and there was lacking from the con- 
vention the usual platitudes that are 
supposed to accompany meetings of that 
character. Every man got un and said 
what he thought and gave his fellows 
the benefit of his experience. Inter- 
spersed in the proceedings was consider- 
able sly humor which was provoked 
by the genial Lockyer. He took occa- 
sion to enliven the sessions by his flings 
at members of the club and they in 
turn got back at him. This relieved the 
tension and was greatly appreciated. 

A. S. Rennie, manager of the Chicago 
city agency, was not able to be present, 
as he was injured in a game of base- 
ball that he tried to play in the east. 
He sent one of the characteristic letters. 

Will Increase the Membership 

The club this year has twenty-two 
members. It is predicted that next year 
the number will be much larger, as the 
men have gone home loaded up with 
enthusiasm and determination. The con- 
vention showed that the Illinois Life 
has certainly taken its place in the very 
front of ‘western companies, both in the 
home office and in the field. It has 
plenty of momentum and has attracted to 
it a set of agency managers who are 
producing the goods. 

Some Entertainment Features 

During the $100,000 Club convention 
there were some entertainment features, 
including a theater party. automobile 
trip, a visit to the “White City,” a boat 
ride to Waukegan, IIl., on the lake and 
a trip back by rail along the north 
shore. 
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AMONG CASUALTY AGENTS 





DETROIT CONFERENCE MEETING 





Fibel Rewarded for His Excellent 
Work—Sentiment in Favor of a 
More Liberal Policy 


The election of L. H. Fibel, president 
of the Great Eastern Casualty, as presi- 
dent of the Detroit Conference is in 
recognition of his excellent work as 
chairman of the executive committee. 
Mr. Fibel has been regarded as one of 
the strong men in the conference and 
was one of the leaders in advocating the 
standard policy. In his report of the 
executive committee, submitted to the 
annual meeting of the conference last 
week, he said that the organization is 
the best example of what intelligent and 
sincere mutual cooperation can accom- 
plish in business affairs. He made the 
statement that three-fourths of the in- 
dustrial business is now being written 
by conference companies. 

There seems to be a sentiment in the 
conference for a more liberal policy 
than the present dollar-a-month contract. 
This was seen in the annual address 
of President Cliff, who thinks that a 
policy should be issued that will cover 
all diseases, giving equal indemnity for 
any kind of sickness. If the companies 
do not desire to cover a few diseases 
on which partial benefits are given they 
should be excluded. Mr. Cliff advocates 
a better and broader policy, free from 
all technicalities and fringes. He would 
charge a higher premium for a contract, 
but he believes that.the time has come 
when the better grade of people taking 
the dollar-a-month policy would prefer 
to take a higher premium policy if they 
could get indemnity for any kind of 
accident or sickness. In some of the 
discussions this same question of having 
a broader policy and charging more for 
it was advocated by President Chatfield 
of the Phoenix Preferred. No official 
action, however, was taken on the ques- 
tion. 

There seems some difference of opin- 
ion as to the merits of the standard pol- 
icy adopted by the conference. Presi- 
dent Cliff in his address said that the 
more it is studied the less desirable it 
appears. It is said that sufficient time 
has not elapsed for accurate experience 
to be gotten on the new policy. How- 
ever, President Fibel of the Great East- 
ern stated that while his company had 
numerous complaints from agents as to 
the old policy, it had received none re- 
garding the new. In his opinion the 
new policy was entirely satisfactory and 
there would be much less complaint 
from agents and claimants. Manager 
Boyer of the industrial department of 
the General Accident said that his com- 
pany was entirely satisfied with the new 
policy, and he predicted a lower loss 
ratio. 

The fact that the United States Health 
and Accident has withdrawn the new 
standard policy after using it for a while 
caused some discussion, but President 
Pitcher stated that he had had compiled 
figures on losses paid under the new 
contract and also calculated what would 
have been paid under the old contract. 
He became convinced that the new con- 
tract was a losing proposition, and 
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decided therefore to issue a compromise 
contract paying one-fourth benefits for 
certain diseases where under the old 
policy one-fifth was paid. 

For the first time in a long period 
President D. E. Thomas of the National 
Casualty was present at a conference 
meeting. He has been in bad health 
but now is back in the harness with 
new vigor. Mr. Thomas took an active 
part in the meeting. 

J. J. Lentz of the American Insurance 
Union wanted the next meeting at Co- 
lumbus, Ohio, but it was voted to go 
to Detroit, it being more convenient to 
most members. 


AN EAGLE THAT DIDN'T SOAR 





lowa Bird Hits the Ground with a Dull 
Thud—Plenty of Officers, But 
No Business 





After a brief experience of but a few 
months, the Eagle Benefit Protective 
Association of Waterloo, Iowa, has be- 
come defunct and its charter has been 
revoked by State Auditor Carroll. The 
institution had a brief and tempestuous 
existence, as temporary as it was ex- 
citing and full of incidents. The in- 
surance company was organized April 
I, 1907, and, although some people may 
say that it was all an April’s joke from 
the beginning, the promoters of the com- 
pany claimed they were acting in good 
faith and with the intention of bene- 
fiting the community as well as them- 
selves. 

The company was started for the pur- 
pose of insuring Eagles and others, the 
promoters claimed, and they started out 
with fine prospectuses and even more 
flattering claims. But the company was 
not a success, although it managed to 
write sixteen policies during its short 
life, according to Insurance Examiner 
John A. McKellar, who made the in- 
vestigation of the company’s affairs. 
The company, however, kept no books. 
or, at least none that showed anything. 
and the $200 worth of furniture which 
was in the office is said to be about 
ready for attachment because of over- 
due rent. The treasurer of the com- 
pany, M. H. Jackman, could not be 
found by the insurance investigator, and 
is said now to have located in Min- 
neapolis. The association did no busi- 
ness until April 29, when a certificate 
was issued by the state auditor. And 
now it is all over. 

According to the letter heads of the 
company, its officers were E. Federspeil. 
president; Paul Van Dyke, vice-presi- 
dent; William Ewald, vice-president; 
F. J. Hanlon, secretary; M. H. Jack- 
man, treasurer; L. C. Hanlon, superin- 
tendent of agencies; W. N. Birdsell. 
counsel; J. E. O’Keefe, chief medical 
director. 





Mooney Leaves Philadelphia Casualty 

William L. Mooney has resigned his 
position as assistant agency manager of 
the Philadelphia Casualty. He has been 
in the casualty business for some years 
and for some three years past has been 
identified with the Philadelphia Casualty, 
first as superintendent of its accident and 
health department and later as assistant 
agency manager. In severing his connec- 
tion with the Philadelphia Mr. Mooney 
does not contemplate leaving the casualty 





ILLINOIS SURETY COMPANY 


HOME OFFICE: NEW YORK OFFICE; 
184 La Salle St., Chicago 513 Hanever Bank Bidg. 


FRED M. BLOUNT, President 
ALBER? J. HOPKINS, Vice-Prest. 
H. W. WATKINS, Secretary 
E. A. EVANS, Treasurer 


Offers Excellent Agency Contracts 


in Tllinols, New York. Minnesota. Wiscon- 
sin, Ohio, Nebraska, lowa. Missouri 
Michigan, Pennsylv.nia, Indiana and 
Kentucky. I's bonds insure. Its rates 
and ce: Gre satisfactory. 


Correspondence and Applications Solicited 





For a DEFINITE PROMISE to PAY, well de- 
fined, no experiment, and taking no chances that 
technical legal definitionsof what constitutes an 
accident will be used to defeat elaims, BUY 
YOUR INSURANCE in, and SELL the policies of 


“The Central” 


Of Pittsburg, Pa. 


Its maragement will tell you in YES er NO 
answers what it eovers what it does not 
cover. AGENTS WANTED. 


FOR PARTICULARS ADDRESS 
The Central Accident Insurance Company 
PITTSBURG, PA. 
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AMERICAN FIDELITY COMPANY nota are 3 
MONTPELIER, VT. The Bankers Surety Company 
Haba. B , Personal pevident and | Williamson Building, CLEVELAND, OBIO, 
Pity ind Barely Bao — Capital $500,000.00 Fully Paid 
Cpecial inducements to and Brokers 


HUTCHINSON & COOLEY, General Agents 


159 La Salle Street, CHICAGO 


Becomes Surety on! Bonds, 
Chartered Under Ohio Laws. 


€200,000 Doposited with Insurance Commissioner 





National Casualty Co. 


Oagital $100,000.00 
Assets Over 150,000.00 


Has Desirable Territory for Producers 


NOTHING LIKE OUR NEW 
PROGRESSIVE POLICY 


Excellent Contracts 
and District Managers 
Address 


MAJESTIC BLDG., - DETROIT, MICH. 


“PERFECTION” POLICIES 
are issued only by the 


Continental Casualty 


Company 
CHICAGO, Illinois 
be written, we will write thems DouMiee sae 


Contracts in Good Terri to Good Mea, 
ucers address oud 


H. G. B. ALEXANDER 
President and General Maasger 
1208 Michigen Ave., Chicago, Til, 








YOU WORK 


and work hard for your company. At the home office 
they take your business and ask for MORE, but— 


Do they 


show their appreciation? Do they look out 


for YOUR interests? Do they give YOU practical, bus- 
iness-building ideas? Do YOU feel free to call on them 


to solve YOUR particular 


problems ? 


If not, you probably will be interested in OUR 


" snethods. 
OUR AGENTS we can 


We believe that by WORKING WITH 


aid them more than by sim- 


ply pushing them for business. 
Fase te a esentinn th wants ew. 


THE PENNSYLVANIA 


CASUALTY COMPANY 


M. G. NICHOLS, VICE-PRES. 


433 SPRUCE STREET, SCRANTON, PA. 





Peer 








OF LONDON 


LONDON GUARANTEE AND ACCIDENT C0., Ltd., ENGLAND.. 


CHICAGO 
A. W. MASTERS 
General 


Manager 
Liability, Accident, Health 
and Credit 








CONKLING, PRICE &WEBB 
Genl, Agts., Ill., Mo. and Ind, 
171 La Salle Street, Chicage 


CHARLES L, RAYMOND 
Genl, Agt., Michigan 
Majestic Bldg., Detroit 


EMPLOYERS’ LIABILITY “uris.isremisna* 
SAMUEL APPLETON, Manager and Attorney U. 8. Branch, 33 Broad St., Boston, Mass, 
Original and Leading Liability Company 


All forms of Liability Insurance The most advanced and 


practical Personal Accident and Sickness Policies 


UNITED STATES ASSETS, $3,910,517.53 
General Agents: 


THOS, E, LON, Gen. 


T 
& BTONE, Indians 
GEO, A, GILBER  Iil., Io Heb. 
. T: & LOYAL DURAN D, W: 


«» Ohio, East Ky., W. Va., Tenn., 39 East Third St., Cincinnati 
No. Ohio, Bu Bt., 

FRANK TALLMADGE PANY, Cent. Ohio, New Ha: 
ER bott Block, 


Bidg., Columbus 


ae eet eet ck’, 160" Le Balle @t., Chisago 
ib.’ Majestic Bidg., Detroit.” de 
isconsin, 88 St., Milwaukee, 
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business and a further announcement will 
be made shortly. 





Promoting Live Stock Insurance 

The Indiana & Ohio Live Stock of 
Crawfordsville, Ind., has opened a booth 
in the Amphitheater building at the Min- 
nesota state fair for the use of exhibitors 
and for the purpose of educating the live 
stock men of the state as to the value of 
live stock insurance. Three examples of 
the value of insurance was shown by the 
death of a valuable bull, a prize-winning 
boar and a Jersey cow, due to the un- 
seasonable heat prevailing on Saturday 
while they were en route to the fair. 

Williams and Naylor, 546 Security 
Bank building, Minneapolis, are special 
agents for the company, and have charge 
of the booth and will endeavor to interest 
the stockman in their line of insurance. 
A steady stream of questions was the 
product of the first day’s advertising. 
This branch of insurance has been given 
very little attention in this field hereto- 
fore, and then only by a small company 
and in a very small way. 





Ruling on Automobile Policies 

In view of the recent ruling of the New 
York insurance department limiting the 
branches of automobile insurance that 
may be written, the Illinois insurance de 
partment submitted to C. H. Hamill, its 
attorney, the question whether a nonstate 
company can be admitted to Illinois to 
insure against loss or damages to auto- 
mobiles resulting from collision, and 
against loss by legal liabilities or dam- 
ages to property resulting from the col- 
lision. Mr. Hamill holds that it was the 
intention of the legislature that any cas- 
ualty company be admitted to do business 
in this state if it was organized under the 
laws of a sister state to do any of the 
business which a domestic company might 
be licensed to do in Illinois. He holds, 
therefore, that the applicant is entitled to 
admission. 





Goodman Protects His Business 


The resignation of E. O. Burgan, su- 
perintendent of agents of the Home Ac-| 
cident of South Bend, to take charge 
of the agency work of the Security Cas- 
ualty of Indianapolis, created quite a 
little interest in the Indiana field. Mr. 
Burgan has been regarded as a strong 
man with the agents. He transferred 
when Secretary Goodman of the Home 
Accident was on his vacation and he 
had to hurry home to protect his in- 
terests, as the report came to him that 
the Security Casualty was making a 
raid on the Home’s business. This pre- 
vented Mr. Goodman from attending 
the annual meeting of the Detroit Con- 
ference, of which he -was secretary. 





In announcing the appointment of 








Companies Capital Assets 
American Surety.......$2,500,000 $6,814,147 


American Bonding..... 500,000 1,590.489 
Continental Cas........ 300,000 1,768,373 
Employers Liability.... 1,000,000 4,408,898 
Employers Indemnity.. 100,000 478,860 
Empire State Surety... 500,000 1.429.019 
Fidelity & Casualty... 1,000.000 | 7,737.778 
PG ba sreceucesse 200.000 1,475,445 
Federal Casualty....... 100,000 160,944 
Fidelity & Deposit..... 2,000.000 5,980,091 
General Acci., Pa...... 100.000 337,185 
General Acci., Scot.... 250,000 1,183,759 
Great Eastern ......... 200,000 418.791 
Guarantee Co. of N. A. 304,600 1,422,146 
Hartford Steam Boiler... 500.000 4,181,087 
Lloyds Plate Glags..... 250,000 873,928 
London Guarantee..... 250,000 2.197.040 
Metropolitan Cas....... 200.000 659,676 
Maryland Casualty..... 750,000 4,094,214 
Metropolitan Surety.... 600.000 845,249 
North Amer.. Acci...... 200,000 518.479 
National Surety........ 500.000 2,199.593 
N. Y. Plate Glass...... 200.000 712.055 
National Casualty...... 100,000 162.771 
Ocean Accident........ 250,000 3.160.559 
Preferred Accident..... 350.000 1,700,994 
Fenna. Casualty........ 200,000 577,474 
Standard Accident..... 500,000 2.914.468 
Title Guar. & Surety 793.000 1.659.058 
U. 8. Fid. & Guar...... 1,700.000 3,746.534 
U. S. Health & Accel... 200.000 645.184 
United American, Pa.. 100,000 161,340 
VV. 8, Casualty.«........ 400.000 1,988,770 
United Surety.......... 500,000 767,394 
Union Health & Acci.. 100,000 160,855 


Semiannual Casualty Statements ~ 


Disburse- 
Reinsurance Net Income, ments, 
Reserve Surplus 6 Mos. 6 Mos 


Mr. Burgan, the Security Casualty says: 
“E. O. Burgan, formerly superintend- 
ent of agencies of the Home Accident 
& Health of South Bend, has taken 
charge of the health and accident depart- 
ment of this company in the capacity 
of assistant manager. Mr. Burgan has 
a broad acquaintance among the pro- 
ducers of business and we feel confident 
that all of his friends will be glad to 
learn of his new business interests. Mr. 
Burgan is preparing a policy for this 
department that is distinctly new and 
will without a doubt prove a winner 
from the start.” . 





Does Not Approve Merger 

The executive committee of the Na- 
tional Association of Local Fire Insur- 
ance Agents has decided adversely the 
proposition made by President H. 
Coudrey of the National Association of 
Casualty & Surety Agents for a work- 
ing agreement between the two organiza- 
tions under which they would have the 
same secretary. The proposed plan re- 
ally amounted to an enlargement of the 
scope of the fire agents’ organization. 
The executive committee believes it bet- 
ter for it to adhere to its original plans. 
As the annual meeting of the casualty 
men has been called off that association 
probably will disband. 





Limit on Bonds Executed 


The National Surety has sent the fol- 
lowing letter to the various departments 
at Washington: 

“You are advised that no_ resident 
vice-president, resident assistant secre- 
tary, attorney-in-fact or other officer of 
the company except its executive officers 
at its home office in New York has 
authority to sign any bond on its be- 
half as surety, which amounts to $50,- 
ooo or over, unless under special au- 
thority from the company in each case. 
Will you kindly endorse this limit on 
the proper records of your department 
and should the limit be exceeded at any 
time, please notify us so that we can 
prevent a repetition and execute instru- 
ment necessary to the acceptance of the 
bond in question.” 





Another Suit is Started 

The King Lambert Company at Des 
Moines has brought suit against the 
Maryland Casualty for $2,400. The con- 
struction company claims that it held 
liability policies in the casualty company 
and that now the company declines to 
pay damages sustained by the injury of 
two employes. The suit grew out of 
the trouble between W. H. Springer, 
the former general agent, and the Mary- 
land Casualty, the King Lambert Com- 
pany policy being one of those in dis- 





$1,095,985 $2,650.823 $1,477,473 $1,240.829 





428,852 428,186 386.074 494,971 
912,486 272,006 1,235,321 1,184,344 
1,283,189 942,946 1,438.895 1,238,327 
112.891 216.653 141,819 107,998 
358.575 393,907 403,335 389,403 
3.332.675  1,529.746 3,544,896 3,272,690 
334,622 200.000 534,415 490,146 

0 seeces 51,945 169,547 127.634 
725.249 2,860,749 834.499 1,033.991 
60,800 105,344 218,239 207,301 
372.987 132.140 606.540 530.447 
98,624 106,653 199,972 195,079 
115,684 939,710 171,011 118.639 
seceeee 1,694,018 725.292 588.120 
283,864 284,153 246,650 250,645 
599.624 381.761 803.855 764,464 
272,852 133,594 268.969 269.293 
1,329,308 1,047.932 1,427,155 1,304,886 
251.658 167,525 268.563 277,452 
82.041 190,944 343.689 311.143 
824,938 507.527 834.655 698.566 
264,500 220.835 270.602 247,284 
Seber se 46.431 218,015 218.810 
904.870 1,252.371 1,151,856 996.477 
717,572 507.965 769.349 644.276 
174,878 100,000 212.814 197,177 
easee te 1,208.364 1,074.347 922,228 
394,701 470,110 322.748 341.042 
1,225,897 391.870 1,282,171 1,283.556 
43.488 223,836 430.792 407.461 
$8,411 20,318 30,090 35.346 
634.486 600,000 691,483 588.541 
117,218 129,746 152,829 148,806 
re 58,436 55,405 49,685 


ORGANIZED 1872 


GUARDIAN 


Fire Insurance Company 
OF PENNSYLVANIA 


ORGANIZED 1882 


SOUTHERN 


Tusurance Gompany <= 
NEW ORLEANS, LA. 








CAPITAL, - - - $200,000 CAPITAL, - - - $200,000 
ASSETS, - - - - 433,764 ASSETS, - - - - 623,566 
NET SURPLUS, - - 70,405 NET SURPLUS, - - 109,251 





WESTERN DEPARTMENT 
159 LA SALLE STREET, $$ :: CHICAGO 
JOHN E. HENDRY, General Agent 


RHODE ISLAND S883 


COMPANY 
OF PROVIDENCE, RHODE ISLAND 
STARKWEATHER & SHEPLEY, General Agents 





SURPLUS LINES 
We are also attorneys and have authority to bind and issue policies for the 
Slewns. “you —_ companies. 
*Union (Est. ) of Paris. La Paternelle (Est. 1843) of Paris. La Metropole 
(Est. 1879) of Paris. L’Urbaine (Est. 1838) of Paris. D’Ass’ce Generales (Est, 1819) 
of Paris. Du Phenix (Est. poe of Paris. La Confiance (Est. 1844) of Paris. 
Sun (Est. 1820) of Paris. La National (Est. 1820) of Paris. Standard (Est. 1901) of 
Amsterdam. Amsterdam Londonof Amsterdam. A!] these companies have money 
on deposit in this country subject to our check for the payment of losses. 


STARKWEATHER & SHEPLEY 


159 La Salle Street, Chicago H. V. BURROWS, Manager 
NEW YORK PROVIDENCE i BOSTON 


Do You Need a Fire Insurance Company? 


The Metropolitan Fire Insurance Go. 


of Chicago is seeking reliable agents in the 
states of Illinois, Indiana, Michigan, 
Minnesota, Missouri, Ohio and Wisconsin. 

On account of extensive reinsurance facili- 
ties it is able to write LARGE LINES on all 
classes of acceptable risks. L'BERAL COM- 
MISSION arrangements to desirable agents. 

Address all communications to 


Metropolitan Fire Insurance Co. John Naghten & Co. 


159 La Salle St., CHICAGO General Managers 
Capital, $200,000 Established 1863 











ee raeer at 5 

















D. H. DUNHAM, President CHARLES COLYER, Vice-Pres. 


FIREMEN’S 


A. H. HASSINGER, Secretary 


NEWARK, N. J. 


ORGANIZED 1855 


INSURANCB 
COMPANY OF 


Assets, $4,394,068 
Capital, $1,000,000 Net Surplus, $1,915,685 
Surplus to Policy Holders, $2,915,685 


_ NEAL BASSETT, General Agent., 159 La Salle St., Chicago 
Illinois, Wisconsin, Minnesota, Iowa, Nebraska, Missouri, Kansas, Colorado, Oklahoma, 
Utah, Kentucky, Tennessee, Arkansas. 


A. F. McKAY, Special Agent , Delaware, Ohio. 
Ohio, Indiana, Michigan, West Virginia, Western Pennsylvania 


UNITED STATES BRANCH 


LAW UNION & CROWN 
INSURANGE COMPANY 


F LONDON 
(Founded A. D. 1825) 


159 La Salle Street, Chicago 


THIS IS THE ONLY NON-UNION ENGLISH COMPANY INCLUDED IN THE 
‘‘ROLL OF HONOR’’ BY THE NATIONAL ASSOCIATION OF CREDIT MEN 
a yg OF SAN FRANCISCO, 

, ’ EEDING $2. ,000. 
OF THAT DISASTEB. @ $2,338,000.00 AS A RESULT 


AGENTS WANTED —In the states of Colorado, Connecticut, Illinois, Massa- 
chusetts, Michigan, Minnesota, Nebraska, New Jersey, New York, Rhode Island and 
Wisconsin. Prevailing agency rates of commission paid. 


SURPLUS LINES—At places where the company has no agent, bona-fid ines are 
solicited on all except extremely hazardous risks. Brokerage rates of heen a ox . 


CORRESPONDENCE SOLICITED 
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pute at the time the Iowa agency was 
taken’ from~ Mr. ‘Springer. ~ u 





Boiler Explosions at Des Moines 

Two boiler explosions within twenty- 
four hours of each other caused a mild 
sensation as well as a hurried visit to 
Des Moines of a representative of the 
Hartford Steam Boiler during the week. 
One man was almost killed at the Edi- 
son Light Works, while two men were 
seriously hurt at the Savery Hotel, by 
blowing out of a tube.- The Savery 
Hotel had a $15,000 policy in the Hart- 
ford. Inspector G. M. Turney believes 
the accidents resulted from a defect 
in the pumps. 

The two explosions have led to the 
agitation for the creation of an office 
of boiler inspector in the city. There 
has been much talk by the city council 
for a number of years of having such 
an inspector, but until these two acci- 
dents opened the eyes of the officials the 
talk was never serious. It may be that 
boiler inspection will be one of the du- 
ties assigned to the fire marshal in the 
future. 





New Company Doing Well 

The Bankers Mutual Casualty of 
Minneapolis, which began business Jan. 
1, has issued 1,000 policies and is now 
issuing. at the rate of 250 a month. 
This company pays for sickness after 
the third day. Most of the companies 
do not pay until after a week. R. B. 
Beson, the president of the company, 
was for a number of years a _ north- 
western manager of the Bankers Ac- 
cident of Des Moines. J. A. Barry, the 
secretary, was formerly district manager 
of the National Casualty. 





Working Up a Factory Business 

The General Accident in Chicago is 
not operating its industrial disability 
department other than in factories. It 
does not go out after single policies. 
The managers are working up a good- 
sized factory installment business, col- 
lecting once a month from the em- 
ployer. This business is written without 
the assured paying the policy fee. The 
consent of the employer is secured, and 
then the company, through subordinate 
people in the factory, get the men in- 
terested in the dollar a month policy. 





CASUALTY NOTES 


The National Masonic Provident Asso- 
ciation of Mansfield, Ohio, has applied for 
admission to Indiana. 


Managing Director Paul Dumcke and 
United States Manager C. H. Franklin, of 
the Frankfort, will shortly start on an in- 
spection tour, visiting the agencies in the 
principal cities of the country. 

A woman in Philadelphia has brought 
suit for $10,000 damages against the owners 
of an office building because as she was 
passing it the other day somebody spat to- 
bacco juice in her face from one of the 
windows. 

The Woodmens Accident Association of 
Springfield, Ill., which was denied admis- 
sion to Missouri on the ground that its 
charter allowed it to do other lines of busi- 
ness, has amended its charter and will 
again apply for admission to Missouri. 

W. H. Markham & Co, of St. Louis have 
captured the entire liability line of the 
Bemis Brothers Bag Company of St. Louis, 
which was formerly divided among several 
companies, and placed it in the Ocean Ac- 


cident. Plants at St. Louis and at Bemis, 
Tenn., are covered, the premum being 
about $4,000. 


Only one company has so far settled the 
plate glass losses sustained by an explosion 
at Bouider, Colo., Aug. 10. It paid nearly 
$2,000. Other companies deny liability on 
the ground that the loss was the result of 
fire. Claimants have taken the matter be- 
fore Commissioner Rittenhouse and will 
request him to bar from the state compa- 
nies that refuse to pay. 


It is stated that United States Senator 
Briggs of New Jersey is to be president 
of the New York Surety, which is being 
promoted by J. J. Caullet, former presi- 
dent of the Metropolitan Surety. Report 
also has it that E. R. Gott, who recently 
resigned as manager of the surety depart- 
ment of the Title Guaranty & Surety, and 
Edward Driggs, who resigned from the 
Peoples Surety, will both be connected 
with the New York Surety. 





The Federal of Jersey City has entered 
bo agency of R. B. Jones & Son, Kansas 
y. 





THE WEST AND NORTHWEST 


ELECTRICAL 





INSPECTIONS MADE 





Several Western Cities Show Improvce- 
ments and Greater Realization of 
Need of Supervision 





Under the constant pressure of the 
insurance companies, aided by a more 
general appreciation of the dangers in 
the use of electricity, unless carefully 
handled, the electrical conditions in the 
cities of the west are showing an almost 
constant improvement, as reported by 
the underwriters’ inspectors. 

At Minneapolis the ordinance requir- 
ing all concealed wiring to be placed in 
metallic conduit has simplified inspection 
work considerably. A number of old 
and defective equipments, including most 
of the theaters, have been rewired. The 
lighting company has overhauled most 
of its overhead wiring and much of its 
underground work. The two telephone 
companies are removing wires from the 
roofs of buildings in the congested dis- 
trict, clearing up the obstructions in the 
alleys, putting underground service into 
the larger buildings, and where only a 
few telephones are in use attaching the 
wires to rings on the sides of the build- 
ings. 

At Winona, Minn., the present city 
administration seems to care less about 
politics and more about real benefits to 
the people than its immediate prede- 
cessor. 
electrical inspection ordinance will be 
taken up and decided on its merits. The 
mayor has asked for copies of ordi- 
nances in force in the state of Minne- 
sota and will carefully investigate the 
results obtained in these cities. A 6,600- 
volt line now passes through part of 
the business district and many telephone 
and low-potential wires are exposed to 
accidental contact. This condition has 
been brought to the attention of the au- 
thorities. 

The electrical inspection ordinance at 
Stillwater, Minn., is being fairly well 
enforced and a great improvement in 
wiring practices has resulted. The plac- 
ing of the lighting company in the hands 
of a receiver has stopped progress on 
desirable improvements in the overhead 
and service wiring in the business dis- 
trict. Practices which prevail in St. 
Paul are largely followed by the local 
inspector. 





Gets Big Lumber Line. 


C. J. Hedwall of Minneapolis has se- 
cured control of the large lumber lines 
of the C. A. Smith Lumber Company 
in Minneapolis and at Marshfield, Ore., 
where they operate two of the largest 
mills in the world. These lines carry 
from two to three millions of insurance, 
and Mr. Hedwall has already secured 
the agency of several large companies 
for his Marshfield office which he re- 





The question of adopting an’ 





1907 
$6,712,617.00 


ee 
Assets, - - - = 
Liabilities, - - - - ° 4,025,132.00 


Net Surplus, - $2,687,485.00 


WESTERN DEPARTMENT W.J.LITTLEJONHN, Manager 
159 La Salle Street JAS. FP. JOSEPH, Ass’t Manager 


Assurance of London, England 


Incorporated A. D, 1720 














United States Branch, 92 William St., New York 


UBERTO C. CROSBY, RICHARD D. HARVEY 
General Manager Assistant General Manager 


ORGANIZED 1852 
Fire Insurance Co. 


HANOVE OF NEW YORK 


FIFTY-FIFTH ANNUAL STATEMENT, JAN. 3, 1907 
Assets, $4,228,427.29 Liabilities, $3,336,137.57 Net Surplus, $892,289.72 


WESTERN DEPARTMENT, 184 La Salle St., CHICAGO 


Cc. W. HIGLEY, General Agent F, A. HUBBARD, Assistant General Agont 





CAPITAL 41,000,000 





Incorporated 1833 


British America Assurance Co. 
FIRE AND MARINE 
HEAD OFFICE, © ° TORONTO, CANADA 





United States Branch, ist January, 1907 


ASBBIB. 000 coesccce «eee eee91,547,580.46 
TABDTTICIOS.. 2.0. oc0c cove ccccce cccccs 009000 0000 ccc sees cose cccece 1,092,650.85 
BUF PIUS. 2.0.00 0000 1000000000 co0ces o000 000 cocecs sees chee cece soe 456,029.61 


HON. GEORGE A. COX, President W. R. BROCK, Vice-President 
Ww. B. MEIKLE, General Manager 


FIRE ASSOCIATION OF PHILADELPHIA 


ORGANIZED 1817 


BELDEN & BUSH, Managers Western 
Department, 159 La Salle St., Chicago 


MARSH & McLENNAN, 
Chicago Agents, 159 La Salle Street 


GEORGIAHOM INSURANCE 


COMPANY 
OF COLUMBUS, GA. (Chartered 1859.) 











Cath Gaga. ..cccccccscccccsccccoccsccccscccccseccoces $ 300,000 
Assets, January 8, 1907... ...cccccsccs cecvcccccssceees 5,551,316 
Surplus to Policy-Holders ........ 0... 0ccecceeeceeeeeece 576,065 


Western Department, 159 La Salle 8t., Chicago 
T. W. EUSTIS, General Agent 





Queen Insurance Company 


OR AMERICA 


NEW YORK 





Synopsis of Annual Statement, January 1, 1907. 


a cudnsndesesdpedeékeageesscdecsesceeessweneussgneeenss .. $6,515,817.81 

Wenmnrmed Premmbeans. ... cc cccccccccccscccccccccccccccccccc setae pene 

BEE MONIES caccccccescosccccteyecececcoscessscoscoscens §©6EQeeelD 

SE ERs Rccdoucccetebevecenessoccceseseteoseescnse DD 
$6,515,817.81 $6,515,817.81 

Surplus to Policyholders.............scccsececcccccecccscceereceescesess  27859,804.79 

San Francisco losses paid dollar for dollar without discount..............  1,576,574-73 





WESTERN DEPARTMENT, CHICAGO 


P. D. McGREGOR, Maneager. 


Local Office: 159 La Salle Street; John P. Hubble, City Manager. 


A. R. MONROE, Asst, Manager. 
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cently opened and placed in charge of 
a competent insurance man. 


Secretary H. C. Stuart Resigns 
H. C. Stuart has resigned as secretary 
of the Iowa Home Insurance Company 
of Dubuque, Iowa, which takes effect 
at once. 








Get Walla Walla in Kansas 

Elmer F. Bagley & Co. of Topeka 
have been appointed general agents of 
the Walla Walla Fire for Kansas. 
Agents will be planted at once. The 
company will write freely in the eastern 
part of the state and in a limited way 
in the western section. The Kansas gen- 
eral agency was appointed by L. C. 
Holloway from the home office. He has 
now gone to Nebraska to open that 
field. 


Springfield Sends Out New Man 

W. E. Stevens, who has been with 
the bank at Claremont, S. D., and con- 
ducted an agency there, has been ap- 
pointed special agent of the Springfield 
in South Dakota. He will have head- 
quarters at Aberdeen. 





Say Some Coaching Is Being Done 

The word has gone forth in Kansas 
that the attorney-general is being coached 
by an insurance man in the antitrust 
cases. The report is that the insurance 
man has furnished the official sugges- 
tions as to how to proceed to get dam- 
aging information. Notwithstanding all 
this, the companies do not seem to be 
on the anxious seat, as they feel that 
the law has not been violated in any 
particular. 





Agree to Disregard Rates 

Trouble is on at St. Paul, Neb. Agents 
have gotten together and signed an agree- 
ment .not to observe the Beason rates. 
The companies are endeavoring to stem 
the tide of demoralization, but there is 
little hope of any radical improvement for 
some time to come. 


Not Entitled to 20 Percent 

Some of the agents at Fargo, N. D., 
have called upon their companies for 20 
percent commission for policies on build- 
ings of cement block construction, and 
express surprise when informed that but 
15 percent can be granted for frame, iron- 
clad, brick veneered or cement block mer- 
cantile buildings. 








Making a Fine Record 


The Retail Implement Dealers’ Mu- 
tual Fire of Minneapolis will show a 
very fine premium record at the close 
of its first year of business. It will 
have taken in nearly $30,000 in pre- 
miums, and it expects to refund about 
20 percent of them for the first year 
to the assured, a most excellent show- 
ing for a new company. 





Improve Electrical Conditions 


The electrical conditions throughout 
the Rocky Mountain territory have long 
been in extremely bad condition, but 
inuch is being done in the more closely 
settled districts to decrease the fire 
hazard from this cause. Suitable 
ordinances are being created and the 
Rocky Mountain Fire Underwriters’ As- 
sociation is assisting the local authori- 
ties in properly enforcine these ordi- 
nances and holding the city inspectors 
in line. 

Among the larger improvements se- 
cured in the last three months is the 
rewiring and installation of standard 
booths in all the moving picture 
theaters of Denver, Colorado Springs, 
Pueblo, Trinidad and Colorado City. 
Two theaters in Denver, one in Colo- 
rado Springs, one in Trinidad and one 
in Pueblo are being rewired in standard 
manner. Two new theaters have just 
been specified under supervision of the 
underwriters. Thirty-two mercantile 
blocks, eighteen hazards and a large 
number of smaller buildings have been 





completely rewired. — New ordinances 
have been created in two towns and 
one city. 


Missouri Agency Appointments 


#®=tna—J, L. Spillers & Co., Boonville; A. 
A. Hopkins, Rosendale; . P. Bennett, 
Greenville; O. M. Peters, Cosby; A. 
Riggs, Amity. 

Concordia—Fugate & Son, Novinger. 

Farmers & Merch.—T. F. T, Whitney, 
Aurora; W. R. Baker, Calao. 

Federal—R. B. Jones & Son, Kansas City. 

Franklin—W. J. Dillon, Kansas City. 

Ga. Home—W. T. Curtis & Co., Spring- 


field. 
 Snaene. I. Hann, Burlington Junc- 
t 


on. 
Ger. Alliance—J. B. Harrison, Jr., Rolla. 
Jefferson—H. K. Lange, St. Louis, 
Mercantile—A. D. Loomis, Lexington. 
Mil. Mech.—G. D. Fullerton, Skidmore. 
Nat. Union—Mrs. Hattie O. Watson, 
Bolivar; Howard & Brown, Joplin. 
Norwich Union—F. R. Lawrenceson, 
Canton. 
Phenix, Eng.—L. T. McGee, Salem. 


—_— Ct.—White & Dains, Gilman 
ty. 
Queen—Mullen & Conway, Ironton; A. 


R. Zimmerman, Clarkton; J. H. Scott, 
Glasgow. 

Roch, German—I. A. McCombs, Carroll- 
ton. 

Royal—B. F. Collins, Kansas City; R. C. 
Dunlap, De Kalb. 

St. Paul—W. H. Barron, Oak Grove. 

Security, Ct.—R. H. Hull, Pierte City. 

Sun, La.—Herman Karberg, Joplin. 





St. Paul Shows Improvement 

The electrical inspection ordinance at 
St. Paul, Minn., is reported as being ef- 
fectively administered, and the assistant 
recently provided the inspector makes 
possible a more careful examination of 
new wiring, together with a more ag- 
gressive campaign in behalf of safety in 
old and defective equipments. The con- 
duit ordinance has served to produce 
a better grade of work for buildings 
devoted to public gatherings. It has 
also solved the problem involved in safe- 
guarding the installation of wiring in 
basements where the ceiling is covered 
with piping. .A number of theaters are 
being rewired in conduit, and other out- 
of-date equipments are being overhauled. 
An ordinance materially increasing the 
underground district has been adopted, 
and the work of installing the ducts and 
manholes is about completed. The time 
set for the removal of the poles will 
expire this fall. 





Minnesota Agency Appointments 


Reliance, Pa.—O. E. Ruble, Willmar; H. 
K. Hill, Paynesville, 

Roch. German—H. K. Hill, Paynesville; 
L. G. Becker, Gaylord; 8. H. Aker, Monte- 
video; F. S. Cone, Windom 

Nat’l—R. H. 
Bemidji 


Springfield—C. D. Michalson, Finlayson; 
F. P. Morneau, Wahkon; G. I. Brandt, 
Barrett; First National Bank Agency, Wa- 
dena; H. F. Weis, Le Sueur. 

W’msburg City—H. M. Scovell, Good- 
hue; cC. L, Brusletten, Kenyon; 5 b 
Carlson, Rush City; J. H. Farwell, Zum- 
brota; E. E. Abbott, e Center; H. L. 
Hollister, Hopkins; R. G. Claydon, Perham. 

#&tna—A. J. Johnson, Hawley. 

Allemannia—H. Leonard, Mankato; 
Niles & Anderson, Owatonna; Le Roy A. 
Davis, Sleepy Eye; David Davidson, St. 
Peter; R. W. McGarry, Stillwater; L. T. 
Buchler, Waseca; Byron Hughes, Wells. 

Delaware, Pa.—O. H. Osmundsen, Man- 


ato, 

Eagle—N. J. Nelson, East Grand Forks; 
J. W. Shepard & Co., St. Paul; H. J. Mann, 
Owatonna. 

Fire Ass’n—Oscar Olufson, Hewitt; A. 
O. Miller, Backus. 

Firemens—Crabb & Kelly, Rochester; C. 
L. West, St. Cloud, 

H. Schumaker, 


Schumaker, 


. Amer., N. Y.—R. 
Bemidji; E. A. Brekke, Argyle. 
Ind.—De Forest Ward, Fair- 
mount; Clara 8. Clement, Faribault; J. P. 
T. Wenk, Glencoe; Wohlfarth & Baitinger, 
Hutchinson; 8. J. Nelson, Red Wing; F. A. 
Benjamin, St. Paul; S. Davidson, St. Peter. 
Hawkeye—J. W. Crossfield, Little Falls. 
Hanover—O. M. Palmquist, Dassel; F. 
W. Swanson, Badger; L. V. Skoglund, Bra- 


ham; W. J. Smith, Gilbert; A. C. Kvennet, 
Middle River; Albert Berg, Spooner; H. C. 
Salisbury, Granite Falls; I. . Engebret- 
son, Lowry. 

Lon. & Lan.—J. R. Landy, Buffalo Lake. 

Millers Mut., IlL—H. O. Kallgren, Min- 
neapolis. 

Millers Nat'l—H. O. Kallgren, Minne- 
apolis. 

Nat'l Union, Pittsburg—F. E. Bryan, 


Minneapolis; Warren Gibson, Randall. 
had Hampshire—R. H. Schumaker, Be- 
midji. 
N. W. Nat’l—T. J. Miller Company, Bem- 
as G. G, Luhman, Howard Lake.” 
an orwich Union—R. H. Schumaker, Bem- 


Ola Colony—F, C. Otto, : 
Goon ae. Lakefield; Parke 





| INCORPORATED 1794. 
The Insurance Company of the 


STATE OF PENNSYLVANIA 


PHILADELPHIA 
WILLIAM MUIR, President WM, H, KILPATRICK, 2d Vice-Predident E.R. DANNELS, Secretary 
M. F. GRIM, General Agent, Soe hirnigh’st., columbus, Ones 
EDWARD BLIVEN, Gen’! Agent, 


Illinois, lowa, Missouri, Indiana, Wisconsin, Minnesota and Upper Michigan, 
159 La Salle Street, Chicago. 





INCORPORATED 1604 CHARTER PERPETUAL 


tH UNION or PHILADELPHIA 


FIRE INSURANCE COMPANY 
WILLIAM MUIR, President. M. JOS. NOWLAN, Vice-Pres. E. R. DANNELS, Secretary. 


M. F. GRIM, General Agent, Ror, Keriestz arc foutnern Michigan, 35 


EDWARD BLIVEN, General Agent, 


Hlinols, lowa, Missourt, Indiana, Wisconsin, Minnesota and Upper Michigan, 
150 tm “alle Street Chicacn 











THE LEADING FIRE COMPANY OF THE WORLD 


ROYAL 


INSURANCE COMPANY, Limited, of LIVERPOOL, ENG. 
CONFLACRATION PROOF 
United States Assets, $12,938,562.5 1 





San Francisco Losses Paid in Cash Without 
Discount $6,746,000.00 


The ROYAL'S splendid methods of business and magnificent array of cash 

command onan ed endorsement de deemed and as A 
placed in the ROYAL seldom leaves its books and loyal representa- 
ives find its agency a tower of strength, especially during troublesome times 





i 


WESTERN DEPARTMENT: 
LAW BROTHERS, MANAGERS ROYAL INSURANCE BUILDING, CHICAGO 




















FIRE AND TORNADO 





LINCOLN, NEBRASKA. 
CHICAGO BRANCH, 159 La Sal'e St. 


GEO. Ww. BM. Ive Co 
MONTGOMERY -FUNKHOUSER 
President Vice President 

HENRY M. ZWEIG, General Agent for CHAS. A. WEHMEYER, Special Agent 

Texas; Dallas, Tex. for Michigan; Goshen, Ind. 
E, M. HITCHCOCK, Special Agent for EVERETT T. TANNER, Special Agent 

Minnesota and Wisconsin; Minneapolis, for Illinois; Paris, Ill. 

Minn. ‘ EDW. A. KEELER, Special Agent for 
HARRY G. FOWLER, Special Agent for Ohio; Columbus, Ohio. 

Missouri; Kansas City, Mo. 


B, CREMER, President 





ESTABLISHED 1876 CHAS, CREMER, Secretary 


German Fire Insurance Co. 


Of PEORIA, ILLINOIS 





Capital . . . ~. ~« $200,000 Paid in Baltimore . $102,000 

Assets . 2. . « « + 907,502 Paid in San Francisco 450,000 
° 54th ANNUAL STATEMENT 

Capital... cccsccccccccccee ccccccccccece eee cece $ 500,000.00 

meet "ef anSY Net erplerto pleholerae sce | B77.T88 

JOHN Q, ADAMS, - = Secretary Net surplus to stockholders..........s00++-. 377,706.67 


STUART MORGAN, State Agent, Michigan, Detroit 
N. T. Jucian, General Agent, Obio and West Virginia, Columbus 
Gus M. Wiss, Specta! Agent, Indiana and Kentucky, Indianapolis 
Cnas. R. McCass, States Agent, Ilitnols and Wisconsin, 295 La Salle Street, Chicage 
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“Ohio German—Melvin & Bittner, Winona. 


Orient—R. H. Schumaker, Bemidji. 
Palatin—Eckhart & Harkee, Mankato. 
Phenix, Ct.—J. E. Lemm, Cromwell; B. 

F. Kucheman, Spicer; A. . _ Erickson, 

Hawick; . S. Purdy, Russell; J. Vz. 

Cottonwood; A. E. Alexander, 

Lynd; P. P. Maurin, Cold Spring; K. H. 

Holian, Maynard; W. C. Smith, Ruthton, 
Prov. Wash.—Oscar Olufson, Hewitt. 


MINNESOTA NOTES 


The Gorham-Braden Company, Minne- 
apolis, will move on or about Oct. 1 to 
larger quarters at the southeast corner of 
Hennipen and Fourth streets, where it will 
have the entire third floor. 

The foilowing Minneapolis and St. Paul 
delegates have been appodinted to attend 
the convention of the National Association 
of Local Agents at Richmond: A. W. 
Perry, W. S. Gilliam, W. G. Warner, W. H. 
Hart and W. G. Strickland, from St. Paul, 
and J. P. Thomson, F. H. Wagner and 
Jacob Stone from Minneapolis, 


MISSOURI NOTES 


Frank R. Lawrenceson has purchased 
the agency of J. H. Bland, Jr., at Canton, 
Mo, It contains about a dozen large union 
companies. 

The Home Fire of Salt Lake City, with 
$250,000 paid-up capital, and the Excelsior 
Fire of New York, with $300,000 paid-up 
capital, are about to apply for admission 
to Missouri. 

H. R. Ellison, who has been a clerk and 
broker in Peugnet & Hemenway’s office 
at St. Louis, has opened an office of his 
own in the Pierce buiiding. He gets an 
agency of the Hanover and reports his 
business through Peugnet & Hemenway. 





IOWA NOTES 


Des Moines has been chosen by the 
American Association of Mutual Insur- 
— eeuens for the next meeting place 
in 4 


Farmers at Monticello, Iowa, are consid- 
ering the organization of a mutual insur- 
ance company of their own. They have 
appointed a committee to investigate and 
also find out the advisability of joining 
with the mutual in Wayne township. 


Fort Dodge, Iowa, may drop its mu- 
nicipal ownership water plant and sell out 
to private corporations. Aldermen declare 
the plant is being operated at a loss and 
a recent investigation disclosed that thou- 
ands of dollars’ worth of water was be- 
ing distributed free of charge to favored 
corporations. An accounting of the entire 
system is asked by the council. 





GENERAL WESTERN NOTES 


At Verden, O. T., the Hostick & Hansen 
agency has been purchased by Homer 
Busenback. 

Charles S. Hardy, for fourteen years 
with the Insurance Company of North 
America in Kansas, has been appointed 
special agent of the Hartford in Kansas, 
taking effect Oct. 1, with headquarters at 
Topeka. 


REINSURANCE LAW IS ATTACKED 


(Continued from Page 1.) 


has not comp.ied with the laws of Arizona 
is an unjustifiable restriction on the right 
of the insuring company to contract. It 
might be different if the contract relations 
between the insured and insurer were in 
any wise modified by such a reinsurance, 
or if the responsibility of the insurance 
company were shifted or relieved, or if the 
territory should lose some of the premium 
it now receives from the gross receipts of 
insurance companies on policies written on 
property situated in the territory. 


Contract Remains the Same. 


But whether there is reinsurance or not, 
the contract between the insurer and in- 
sured remains the same. If a loss by fire 
occurs the insured looks only to the orig- 
inal insurer and does not know or look to 
the reinsuring company. The insuring 
company pays the same premium to the 
territory whether it reinsures or not. In- 
asmuch as the original contract is not 
impaired by the reinsurance and the terri- 
tory suffers no loss and is in no wise in- 
terested, there seems to be no ground upon 
which such a drastic limitation upon the 
right of a corporation to contract can be 
justified. 








To Be a Monumental Work 


From a partial list of subjects to be 
covered in the International Insurance 
Encyclopedia, it would appear that after 
the completion of that monumental 
work information on every subject ap- 
pertaining to insurance can be secured 
in the one set of books. The list of 
editors and contributors is a sufficient 
guaranty of the accuracy of the work, 
for that list includes names of men who 
rank highest in certain lines of insur- 
ance in all parts o the world. Dr. 
Isidor Singer is managing editor, Ac- 
tuary S. Herbert Wolfe, chairman of 
the editorial board and the Singer Com- 
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POINTERS wt 


FOR LOCAL AGENTS. 











zanent the cancellation of a policy and 
issuance of a new one in lieu, some 
agents labor under the idea, apparently, 
that companies are not entitled to all 
that’s coming to them. For instance, a 
policy is written upon a stock of mer- 
chandise, and, after being in force a 
month or six weeks, is taken up on ac- 
count of some slight change in form and 
a new policy issued for a full term of 
one year. Some agents will report issu- 
ance of new policy and send in the old 
one at date. Why? Is not the com- 
pany entitled to the earned premium for 
the time the first policy has been out- 
standing? In the other event the assured 
would be getting fourteen months’ in- 
demnity (if first policy is canceled in 
sixty days) for one year’s premium. The 
assured should pay for this two months 
of insurance or the new policy should be 
written to expire the same date as the 
original one. 

Again there is a practice with some 
agents of sending in policies that have 
been out several weeks marked “can- 
celed at date for nonpayment.” Conced- 
ing that no premium has been collected, it 
is thought the agents are not sufficiently 
vigorous in demanding of assured the 
earned premium. Then, too, agents are 
often lax in ascertaining whether the as- 
sured intends to take the policy. They 
should find out promptly if the line is 
to stick, and in the other event return 
the policy and get credit for it. 
Companies lose many dollars in the 
course of a year on account of agents’ 
failure in this connection. A case is cited 
in Chicago where an assured boasted of 
keeping his property covered eleven 
months, without cost to him, by holding 
policies thirty or sixty days, then return- 
ing them as declined and getting another 
agent to be worked the same way. 

Another feature of this matter is the 
possibility that the companies you serve 
may look upon you with suspicion for 
sending in policies so long after issuance 
with no earned premium indicated. There 
are known cases where agents have made 
a good thing by collecting earned pre- 
mium from the assured, which earned 
premium never reached the company’s 
coffers. 


Agents should avoid as much as pos- 
sible the use of binders. Companies at 
all times discourage this manner of secur- 
ing business. in large agencies it is 
sometimes necessary to employ binders, 
pending completion of forms or informa- 
tion as to rate, yet it is thought some 
agents have recourse to these binder no- 
tices more often than is actually neces- 
sary. These binder slips, sent in to 
companies giving notice that the agent 
has bound the company on a certain risk 
for a given amount, are inconvenient to 
take care of, sometimes become mis- 
placed in the general office, and lead to 
entanglements. Always endeavor to se- 
cure enough data to enable you to send 
forward a daily report on the day the 
policy is issued. If it is only the rate 
that is lacking, send in the daily report 
marked “subject to rate,” or “rate to be 
supplied later,” and the company will see 
that the missing information is forthcom- 
ing later. The report will enable it to 
ascertain how it is covering and place its 
reinsurance if such is needed. If it is 
the form that has not been printed, send 
in the report sunject to form to be sup- 
plied. In short, get to the company at 
once all the data obtainable, on a daily 
report blank, and eschew the binder slips 
as much as possible. 


Question—Could you inform me of 
some companies that would write canning 
factory risks, for canning tomatoes, corn, 
etc., and want insurance on factory and 
machinery, also on stock and warehouse. 

ANsSweR—Most any of the larger com- 
panies, such as the Phenix of Brooklyn, 
Phoenix of Hartford, Home of New 
York, Insurance Company of North 





pany of New York, publisher. 


America, will write very freely on this 





class of stocks, provided there is no in- 
herent. objection to the risk itself, and 
will write small lines on the building and 
machinery, provided they are sweetened 
with a line on the stock. 


A prominent Michigan agency writes: 

“Referring to your article on ‘Point- 
ers for Local Agents,’ in regard to non- 
occupancy and vacancy of buildings in 
your issue of Aug. 8: In quoting the 
provisions of the Michigan standard pol- 
icy you have overlooked the provision 
in lines 30 and 31: 

“Provided loss shall occur on property 
insured while such breach of conditions 


continues, or while such breach of condi- 
tions is the primary or contributory cause 


of loss.” 

“Does this not dispose of the question 
as to voiding policy by reason of vacancy 
so far as Michigan policyholders are 
concerned?” It certainly looks that way. 

Quvestion—I have a customer who 
owns one-half of a dividing wall betweeen 
his building and the one next. How can 
he cover his interest in his fire policy? 

ANnswer.—Simply add to the descriptive 
form “also including the assured’s undi- 
vided half interest in the division wall 
on the —— side of this building.” 

If there is any likelihood that the de- 
scription of the wall will not be definite 
enough, a more detailed description can 
be given. 








Want Column 


One dollar per insertion. Limit. five lines. 
ditional lines, 20 cents each, per insertion. 

Except where otherwise noted, replies should be ad- 
dressed to the proper letter and number, care of THE 
WESTERN UNDERWRITER, 145 La Salle St., 
Chicago. 








Ad- 








WANTED—Position as examiner in gen- 
eral fire agency by a man thoroughly ex- 
perienced in the western field with some 
of the leading companies. Come highly 
recommended and can give best of refer- 
ences, 





WANTED—AGENCY SUPERINTEND- 
ENT, to take the field for an established 
Life Insurance Company. A good personai 
writer, capable of securing and holding 
good agents, will be offered an extraordi- 
nary contract, under which a very large 
income will be assured to him annually. 
Address in strict confidence, giving experi- 
ence and present connection, L. 24, care of 
Western Underwriter, Cincinnati. 


HIGH CLASS STOCK SALESMAN 
WANTED.—A life insurance company is 
reorganizing on stock basis. Company now 
has large income which will make stock 
valuable. One-half of the stock is taken 
by management to insure control. Good 
ya - salesman of ability and integ- 
elty. 








DISTRICT MANAGERS AND AGENTS 
in Michigan, North Dakota, Utah, Indiana 
and Pennsylvania wanted to handle the 
best accident and health policy issued. It 
pays full indemnity for every day’s disa- 
bility from sickness or accident, whether 
confined or not confined to the house. Na- 
tural death indemnity—monthly premiums. 
No similar policy issued in the United 
States. P. O. Box 135, Detroit, Mich. 


WANTED.—Fire insurance ngents in 
Illinois to coin their spare time into dollars 
by selling a new accident policy with very 
liberal features. Best agency contracts. 
Imperial Accident Insurance Co., 
Salle St., Chicago. 
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WANTED—Experienced man to handle 
our insurance agency; must be good solici- 
tor, capable of getting business in terri- 
tory supposed to be “worked;” salary 
$1,000, th good chance for improvement; 
state age and qualifications; man with 
some means preferred. First National 
Bank, Manistique, Mich. 


SURPLUS LINES 
SAMUEL FOSTER 
193-195 La Salle Street 
CHICAGO, ILL. 


Cook County Agent of Iilinole Na~ 
tional Fire Insurance Co. 











FEDERAL LLOYDS 
159 La Salle St., Chicago. 
Cash Assets December 3ist, 1906, 
$167,011.44, 
Unlimited Liability of Underwriters. 
SURPLUS LINES TARIFF RATES 





Prominent Chicago Agents 
Members: of the Chicago Underwriters Association 
RED. S. JAMES & CO. 


171 La Salle Street, Chicago 
Agents for The Connecticut, Phenix, Mechanics 
& Traders, National of Hartford, British America, 
German Alliance, North British & Mercantile, 
Calumet, lowa Home, American Bonding Com- 
pany and Casualty Company of America. 
RITCHELL & MILLER 
WHITNEY & BARBOUR 
138 La Salle Street. Chicago 
Sole Agents: Phenix of London; Springfield 
F &M.; American, *. J.; United tiremen's; 
“pring Garden; Security, Ct.; County, Pe.; 


Camden; Trutonia, ta.; Pelican; Westerea Re- 
serve; Commercial Union; ( ommo: weslth. 














o. A. NEWTON 


@ J. ULLMANE 
ULLMANN & CO. 
159 La Salle St., Chicago 


H. J. 


NEWARK FIRE « « 
CAPITAL FIRE - = 
STATE FIRE (Ltd.) 


Newark, N. J. 
Concord, N. i. 
« Liverpool, Eng. 


Leading Agents and Brokers. 


ARRY M. COUDREY & CO. 
General Insurance Agents and Brokers 
943-948 Century Bldg. St. Louls 


Correspondence soll:ited. Commiss:ons paid non-reat 

Gent agents and wrokers. Long dixtance telephones. 

resenting No-wich Union, Ham»ure-Bremen, Phile- 

adorerivers. Fidelity, Indemnity, Hamiitoa, 

Star, Delaw Austin, Frankfort, N. Y., Viste Glass, Vel- 
umbia, and U. 8. Fidelity and Guaranty of Md. 











s Successors to Wall & Whittemore 
208 North Fourth Street - - 8T, LOUI¢ 


Commission allowed non-resident agents 
On iusuiauce On dt. Louis properiies. 


UEEN CITY FIRE INS. CO. 
Sioux Falls, S. Dak. 

Cash capital, $200,000. Cash sur- 

plus, $200,004.35. Eastern depart- 

ment, 19 Liberty St., New York. 

W.L. PETTIBONE & CO., Managers. 


Fctuartal. 











M M. DAWSON, F. I. A. 

s CONSULTING ACTUARY 
Member of the Actuarial Society of Ame 

Feliow of the Institute of Actuaries. Member o 

the Deutscher Verein fuer Versicherungs ¥ issen- 

schaft, wtc. 


No.1 1 Broadway, New York City 
AMES W. GLOVER, Ph. D. 


(in mathematics) 





Consulting Actuary 
1312 Geddes Avenue - Arn Arbor, Mich. 
J H. NITCHIE, 
. ACTUARY, 
153 La Salle Street, CHICAGO 
919 Association Building 


TELEPnoxes: Central 789, Automatic 2002 
tnsurance Attorneys. 


WHITE. JOHNSON, 
McCASLIN & CANNON 


Counselors at Law 


1H6 to 1421 Williamson Bldg., Cleveland, 0. 


SPECIAL ATTENTION GIVEN TO THE 
LAW OF INSURANCE. 


Hartwell Cabel. J. Louis Kohl 
CABELL & KOHL 
Attorneys at Lew 


810 First Nat'l Bank Bidg., Cincinnati, O, 
Special attention given to insurance cases, 

















In Answering Advertisements Piease Men- 
tion THE WESTERN UNDERWRITER. 
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INSUR ANCE 
COMPANY 


ILLINOIS LIFE 


CHICAGO 


JAMES W. STEVENS, President 


Offers exceptiona) inducements to reliable and energetic men who are experienced in, or who 
” would like to enter the business of life insurance. in, 


Appress THE HOME OFFICE: 
FORT DEARBORN BUILDING 134 MONROE STREET 








The Metropolitan Surety Co. 


Home Office: 38 PARK ROW, NEW YORK CITY 


DAVID McCLURE, Pres’t; ANDREW T. SULLIVAN, Ist V-Pres't CLINTON D. BURDICK, 2nd 
V.-Pres’t; FRANK A. CONDON, 3rd V.-Pree’t and Treas.; M. JOSEPH MeCLOSKEY, Sec’y. 





ALL FORMS OF SURETY AND FIVE! ITY BONDS 
AND BURGLARY INSURANCE WRITTEN 





ers: HENRY L. AYRES, 


Western Ma: 
Bidg., Minneapolis; JAMES M. 


L. GRAY CO., Guaranty 
Bidg., Cincinnati 


WE ISSUE SURETY BONDS 


The Title Guaranty & Surety Company 


Home Office, SCRANTON, PENN. 


L. A. WATRES, President. 


The Rookery Chieags; FRE FRED 
“SPRAGUE, 102-6 U 








EDWIN GOTT, 3d Vice-President. D. A. ATHERTON, Secretary. 
CAPITAL AND SURPLUS OVER $1,000,000.00 
ISSUES FIDELITY, CONTRACT, OFFICIAL AND JUDICIAL BONDS 
For Agency Contracts and Territory Address JOHN R. SCOTT, Supt. of Agencies, Scranton, Pa. 





First Old Line Stock Accident Co. 
Incorporated in Illinois 


Accident and Health 
Special Agents, Sub Agents, Local _ 


Write to A. E. FORREST, 5 
217 La Salle St., ocue 


Wes tate ce eneral 1.800 to $6,000 
prea nects. RXGLUSIVE TERRITORY Ge 





r ued paid 





The—...ussey 


Northwestern 


National 
semen 01 Minneapolis 








NVITES your attention to its new 

agency proposition as embodying the 

most desirable business opportunity 
afforded in the life insurance field. # yt 
The reorganization of its agency forces 
and the entering of additional Western 
States offers especially advantageous posi- 
tions for reliable men who desire to estab- 
lish permanent business connections, 





THE 


Union Central Life 


Insurance Co. of Cincinnati 
ESTABLISHED 1867 


The Best Company for the Agent 
because its policies are the most profitable 


SVEA ti: 


AND 

LIFE 

INSURANCE CO., LTD. 
OF GOTHENBURG, SWEDEN 


UNITED STATES BRANCH 
29-31 Liberty St., New York City 











ie hn gee Sten. M. L. DUNCAN, Manager 
ASSETS, $55,619,517.39 iinine 
LIABILITIES, 53:794:524.89 Applications for Agencies should be addressed te 
JESSE R. CLARK, B. P, MARSHALL, LOUIS H. PARKER 
President Vice-President General Agent , 
ALLAN WATERS, Sup'tot Agents =| 159 1.9 Salle St.., CHICAGO 
Liability Accident 
Boiler Disability 
Plate Glass Fly Wheel 





Tusurance 
Casualty Company 
of Miurerica 


HOME OFFICE, NEW YORK 


Che New State Fire 


Insurance Co. 
OF SOUTH McALESTER, 1. T. 
Capital $500,000.00 














Western Fire § Marine 


Insurance Co. 
OF SOUTH MCcALESTER, I. T. 
Capital $1,000,000.00 
F, C, FRENCH, President. 





Surplus Lines Solicited at Prevailing Rates 





We are prepared to make liberal contracts with reliable agents 
to act as correspondents. 


ADDRESS ALL COMMUNICATIONS TO COMPANIES AS ABOVE 





WM. D. FAIRBANKS CHAS. F. MANSFIELD LORISTON M. FAIRBANKS 
President Counselor Secretary 


THE 


ILLINOIS NATIONAL 


Fire Insurance Company 
OF SPRINGFIELD, ILL. 





Capital fully paid $100,000 





Report of examination by Illinois department as of June 18, 1907 


Assets . > - $182 836.65 
Total Liabilities, except capital, 47 675.27 
*Net surplus - - - 35.161.38 


*Net surplus over all Wt ze reinsurance reserve computed on full 
pro rata basis, $ 





LEBO, ANDERSON @ YOUNG 


General Agents 
159 La Salle Street, Chicago 











